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WR TE today for prices 

and catalog of complete 
line of Tinsmith’s Tools 
and Supplies. 
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~PLECKER’S 


GALVANIZED 
CORRUGATED CONDUCTOR PIPE 
AND EAVES TROUGH 





HEN you hang Plecker’s you can 

write “good profit” and “customer 
satisfied” for each job as soon as your 
men get back to the shop. 


We have specialized for many years in serving 
the trade with this quality brand and if it wasn't 
A-No. | we would have had to change brands 


long ago. 


Plecker’s is made of Keystone Copper Bearing 
Steel—a metal that is unusually durable and less 
affected by weather conditions than other metals. 


It resists rust and corrosion and therefore stays on 
the job a long time. 


Try seme on that next jobh—get a 
case now in handy 10-foot lengths. 


CLARK—SMITH HARDWARE RECORD 


PEORIA, ILLLINOIS 
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THE SUPER-SMOKELESS FURNACE 


Barns Soft Coal Smokelessly! 


Erected in a Very Short Time. Made 
in All Sizes of the SUPERIOR Pipe 
and NEW IDEA Pipeless Furnaces. 








AIR ; 
SUPER-SMOKELESS Fumaces have become 
tremendously popular in the soft coal sections. 
ey are ie clean in operation and 
cut down coal consumption. All castings are 
deeply cupjointed and accurately ground to 
fit. The casings “‘slip-on” and have no loose 
nuts to bother with and very few bolts. 


Meet the need for smokeless heaters and sell 
the most highly improved and profitable quality 
furnace made. Write for dealer proposition. 


UTICA HEATER COMPANY 


UTICA, New York 
218-220 West Kinzie Street, Chicago, Illinois 


WALWORTH 


Double Grating 


Spee Duplex Grating is by far the most 
popular pipeless grating on the market. 
Thousands of installers are using it exclusively 
because it is a high quality grating—it satisfies 
and sells at a reasonable price. 


The Walworth Double Grating can be had in 
any of seven standard sizes from 22x24 to 45x45. 
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Plain Lattice Design 
Strong — Neat — Durable 


Made by the makers of 


Walworth Semi-Steel Registers, Venti- ' , . 
lators, Borders, Side Wall and Base Write today for complete catalog and price list. 


Board, Registers and Furnace Casing Rings 


The Walworth Run Foundry Company 


West 27th Street and N. Y. C. & St. L. R. R. Cleveland, Ohio 


HART MFG. CO., Louisville, Ky. | 
Southern Distributors _ = 


We carry immense stocks at all times and can 
fill your orders for any quantity promptly. 
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THE NEXT LOGICAL STEP FORWARD IN WARM AIR 
FURNACE INDUSTRY. 


The Warm Air Furnace industry is on the 
threshold of an era of far greater progress 
and prosperity than it has had in its entire 
history. 

For many years manufacturers of warm air 
heating apparatus have worked together to 
bring about better conditions in the industry 
and trade, but their chief efforts have been 
confined to a large extent to the matter of 
searching for the basic facts that ,underlie 
practical and successful generation and distri- 
bution of the warmed air by which residences 
and other buildings are heated and to correlate 
these facts in such a manner that the installer 
can actually figure out to a certainy what size 
furnace, what size and what number of pipes 
and registers he must use.to obtain a certain 
definite result. 

There has been, however, during the past 
couple of years a distinct feeling in the indus- 
try that, as this work of research is coming 
on in such fine shape, the time is ripe for a 
broadening of the activities of the National 
Warm Air Heating and Ventilating Associa- 
tion under whose auspices the work has been 
carried on. This feeling found expression 
in the appointment at the Cleveland meeting 
of the Association last spring, when a com- 
mittee on Publicity and Trade Practices was 
authorized, the chairman being John P. Wag- 
ner, of the Success Heater and Manufacturing 
Company. 

It is needless to recite here the many in- 


stances of increased sales and profits that have 
come to manufacturers, wholesalers and re- 
tailers in other lines from cooperative selling 
and advertising campaigns. Suffice it to say, 
that in every case where the cooperative ef- 
fort has been intelligently planned and car- 
ried out success has been attained. 

On December fourth there will be a special 
meeting of the National Warm Air Heating 
and Ventilating Association at Urbana, IIli- 
nois, where the State University is located, 
and where the great research work has been 
carried on by Professor Willard and his ef- 
ficient staff of heating engineers. 

At this meeting a report will be rendered 
by the Committee on Publicity and Trade 
Practices, and it is reasonable to expect that 
a definite plan will be outlined for a vigorous 
campaign to educate the general public and 
the installers to a better appreciation of the 
war air furnace. 

Every manufacturer of warm air furnaces 
and fittings for same has been invited to be 
present and to take part in the discussion of 
this and other reports, and no manufacturer 
in this class can have any more important bus- 
iness on that date—December fourth, at Ur- 
bana, Illinois. 

We look for a big job to be done at that 
time and we congratulate the wise and pro- 
gressive men in the warm air furnace indus- 
try who have made it possible to take this 
great forward step now. 
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Random Notes and Sketches. 


By Sidney Arnold 

















Tom Peacock told me the follow- 
ing story about a friend of his 
named Smith: 

Mrs. Smith was very popular. 
Smith was blindly in love with her, 
but jealous enough to find cause to 
write to young Harry Jones as fol- 
lows : 

“Dear Jones: You have been 
making love to my wife. Meet me 
in my office, 2 P. M., January 31. 
Smith.” 

Jones replied : 

“Dear Smith: Your circular let- 
ter received. I will be at the meet- 
ing you have called. Jones.” 


* * * 


O. E. Jennings, Manager of the 
furnace department of the Michi- 
gan Stove Company, was waiting at 
the depot for a train. The town 
was small, but it boasted a “Chief 
of Police,” who incidentally was 
constable, deputy sheriff and the en- 
tire police force rolled into one. 


The chief was at the depot to 
guard against undesirable strangers 
getting off. Jennings and the police 
force got into conversation, and one 
of Jennings’ questions was: 

“Arrested any bootleggers around 
here lately ?” 

Constable: “Nope, I kin git all I 
want to drink without resortin’ to 
sech drastic measures.” 

* * x 


You have no doubt read about 
that new drug which is supposed to 
render a person incapable of lying. 
The name is “Scopolanim.” 

I am just wondering if a couple 
of pills of that same medicine would 
have any influence upon the size of 
the fish that George Carr catches, 
or whether the bridge games that 
Ralph Blanchard wins would be so 
numerous, or whether the big orders 
for GiltEdge furnaces that Alf 
Pomerening takes are really bona- 
fide, or whether Tony Howe is real- 
ly such a good pinochle player or 
whether R. A. Gulick, of the May- 


Fiebeger folks is really such a shot. 
Anyhow, I am going to carry a 
liberal supply of Scopolanim pills 
along to the 1924 sheet metal con- 
ventions and distribute them with a 
free hand—and then watch out, for 
Sidney Arnold never told a lie yet 
and he certainly will make it a point 
to tell the truth then. 
* * * 


One of my Cincinnati friends 
gave me a copy of a desk card which 
he has sent to his customers in the 
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IN MEMORIAM 


Their Graves in France 


Silent they lie with upturned 
faces, 
All white and cold and stark, 
In the war-wasted, shell-torn 
places, 
Wrapt in the tender dark. 





Above a linnet thrills his lay, 
A clear-voiced threnody;— 
They had their dreams of yester- 

day; 
Tomorrow’s faith have we. 


No rumor of time’s ceaseless 
strife 
Disturbs their house of rest; 
What though they died ?—they 
still have life, 
Who gave the world their 
best. 
—Doris Kenyon. 











printing business. It applies to 
printers, God knows, but I am in- 
clined to believe that most of us are 
“kicked by the same mule,” as the 
saying is, so here it is: 

Who Am I? 

I am more powerful than the 
combined armies of the world! 

I am more deadly than bullets, 
and I have wrecked more litho and 
printing houses than the mightiest 
of siege guns! 

I steal from the litho and print- 
ing trades hundreds of thousands 
of dollars each year! 

I spare no one, and find my vic- 
tims among the rich and poor alike; 
the young and old; the strong and 
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weak. I am the enemy of your em- 
ployer! 

I lurk in unseen places and do 
most of my work silently. You are 
warned against me, but you heed it 
not. 

I am relentless. I am every- 
where; in the home; on the street: 
in the shop. 

I bring sickness, degradation and 
death, and yet few seek to avoid 
me. 

I am with you in the pressroom, 
the transfer room, the art room, the 
engraving room, the composing 


room, and office. 
I am with you when you retire, 
and I arise with you in the morn- 


ing. 
I cripple, crush, maim and de- 
stroy. I give nothing, but take all. 
I am your enemy— 
My name is Carelessness. 
ok * * 


I ran across the beautiful poem 
quoted below while looking over the 
Michigan Tradesman, and pass it 
on to you. 

Please take note that “The Valley 
of Contentment” is located in the 
“Province of I Will.” 

Also that “Ne’er-Give-Up” and 
“Patience” and “Try” are impor- 
tant features of the landscape. 

The town of ““Don’t-You-Worry” 
is not the home of lazy, indiffer- 
ent, lackadaisical persons. 

Now read the poem. You will 
like it: 

The Town of Don’t-You-Worry. 


There’s a town called Don’t-You-Worry, 
On the banks of River Smile; 

Where the Cheer-Up and Be-Happy 
Blossom sweetly all the while; 

Where the Never-Grumble flower 
Blooms beside the fragrant Try, 

And the Ne’er-Give-Up and Patience 
Point their faces to the sky. 


In the valley of Contentment, 
In the province of I-Will, 
You will find this lovely city 
At the foot of No-Fret hill. 
There are thoroughfares delightful 
In this very charming town, 
And on every hand are shade trees 
Named the Very-Seldom-Frown. 


Rustic benches quite enticing 

You'll find scattered here and there; 
And to each a vine is clinging 

Called the Frequent-Earnest-Prayer. 
Everybody there is happy, 

And is singing all the while, 
In the town of Don’t-You-Worry, 

On the banks of River Smile. 
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The Furniture Merchant May Become a Serious 
Competitor of Professional Furnace Installer. 


He Can Hire Good Workmen and He Knows Ail the 
Angles of the Selling Game from Actual Selling Experience. 


OMETIMES we become so en- 
S grossed in our own business 
that we neglect to look around and 
see what other people are doing, 
even though what they are doing 
may affect our business very ma- 
terially. 

In the following we quote from 
an article by Edward Lavicka, 
which appeared in the October issue 
of the Furniture Journal, being the 
only one pertaining to the retail 
selling of either warm air furnaces 
or stoves in that number and occu- 
pying one page: 

“In my previous article I out- 
lined the possibilities of every dealer 
getting a proportionate amount of 
the stove business this season. The 
base burner demand is dropping off 
every year, and eventually there will 
only be a few who will make them. 
In fact, some of the big concerns 
have discontinued making them this 
season, and from a careful analysis 
I figure that the percentage of loss 
of the heater business amounts to 
about 50 per cent. 

“The stove manufacturers have 
covered the loss by increasing their 
output in gas ranges. The dealer 
who is not posted on conditions will 
sustain a loss of business by not be- 
ing on the alert, and consequently 
those dollars lost have gone into the 
pockets of the more progressive 
merchant who was wide awake to 
meet the situation at the proper 
time. 

“My frankness in saying that 
there will be less business every year 
on the base burners is due to the 
fact that we have always recorded 
a great number of sales on heaters 
as early as the month of July and 
for a great many years the merchant 
would have his window display 
early in August, but year after year 
the people are adopting the more 
modern methods of heating—fur- 
nace, steam or hot water. Conse- 
quently, business is drifting away 


from most of the furniture mer- 
chants and going direct to some of 
the concerns who are installing heat- 
ing plants direct from the factory. 
However, I believe that the local 
dealer can get a proportion of this 
business by installing a furnace in 
his store, and the merchant in the 
smaller city or town who has the 
advantage of the low rate in news- 
paper advertising can benefit greatly 
by going after this business, as he 
can devote a great deal of space to 
this item and convey the message in 
the proper way and compete with 
those houses selling direct from the 
factory. 


“Almost every manufacturer of 
stoves has increased his output on 
furnaces, so the general tendency is 
to lay particular stress to that end 
of the business. I had a personal 
interview with a very prominent 
stove manufacturer and, after a 
general talk of the stove business 
dating back to the old type coox 
stoves, he explained to me the vast 
difference in the manufacture and 
demand of their line. The one item 
particularly which he says a bulk of 
their business was done on was the 
furnace, two kinds being manufac- 
tured, the regular pipe furnace and 
the pipeless furnace. The latter, he 
claimed, was very much in demand 
because of its great heating quali- 
ties and more sanitary appearance. 
How One Furnace Merchant In- 

creased Sales Fifty Per cent 

“He showed me the actual facts 
and figures, and also showed me 
what a western retail establishment 
did in one season on furnaces. They 
installed a furnace in a conspicuous 
part of the store and sent out litera- 
ture to the effect of the new depart- 
ment confined to furnaces. A spe- 
cial invitation was accorded every 
one receiving the literature, and in 
conjunction to this an advertisement 
appeared in the local paper illus- 
trating the two types of furnaces. 
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The advertisement worked wonder- 
fully ; a great deal of public interest 
was shown from the very beginning. 
Every person entering the store who 
responded to the advertisement, as 
well as those who came in promiscu- 
ously, were shown through the dis- 
play section of the furnaces and 
stoves, and names were taken of 
every person calling with notations 
regarding the heating system which 
they were using. After ten days of 
constant plugging a man was sent 
to call on every prospect with illus- 
trations, contracts and billheads. In 
other words, he was hot on the trail 
while the idea of modern heating 
was on the minds of those he vis- 
ited. The net results of this cam- 
paign added over 50 per cent more 
business than the store had ever 
done in previous years, when stoves 
were the principal appliance used 
for heating. 

“Don't you think that a venture 
of that kind is worth a_ business 
man’s consideration? However, I 
personally have from time to time 
approached merchants on this same 
subject, and in most cases the an- 
swer was that the furnace proposi- 
tion was more of a hardware man’s 
item; besides, the place occupied by 
such an article took a greater part 
of valuable floor space. While I do 
agree to the amount of space taken 
up, I still claim that a substantial 
business can be worked up on this 
article, which will more than cover 
the loss of business sustained by the 
small percentage of base-burners 
now being used. Although I do not 
mean to infer that the base-burner 
business is entirely a dead issue, I 
shall ask that you look over your 
books and make a comparison of 
former years and you will find the 
market declining very rapidly. 

“T can truthfully say that during 
my many years of retail sales experi- 
ence I have known beginners to rise 
up in a short space of time. Then, 
I also have seen real old-timers fall 
by the wayside because they could 
not adapt themselves to modern 
merchandising. This world, I be- 
lieve, is full of opportunities, but 
they will not knock at your door 
while you are asleep. It is the man 
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who gets up early in the morning 
and devotes his knowledge and ener- 
gies to his own business, while 
others are fighting their competitors 
with prices, the modern business 
man is scheming where he can offer 
good, honest value and tell in truth- 
ful words what a big value-giving 
house he has established, and, event- 
ually, he reaches his goal, while the 
other fellow is scraping away by 
cutting prices, and then he scratches 
his head when it comes to paying 
bills.” 

It is a fact that many furniture 
stores have built up a substantial 
business on both pipeless and pipe 
furnaces, but it has been done only 
in places where the professional 
warm air furnace installer did not 
live up to his opportunities. 

And by that statement we mean 
that he failed to go after the busi- 
ness in an aggressive and systematic 
manner. He did not “look” for bus- 
iness, but waited for the prospect 
to come to his shop and tell him that 
a furnace was.wanted at such and 
such a place. 


A real, prosperous furnace busi- 
ness is first of all a selling proposi- 
tion, and until that point is recog- 
nized by the installer, he will not 
make much headway. For it mat- 
ters not how “expert” he may be 
on installation ; if he does not know 
how to go out and find prospects 
and how to turn these prospects in- 
to customers, his “expertness” is of 
very little value to him or to any- 
body else. 


Weir and Wise Furnaces 
Pushing Forward 
in Illinois Territory. 


Here’s an advertisement reprinted 
from the Jacksonville (Illinois) 
Courier. Including the name plate, 
it contains just twenty-five words. 
These words are, on the whole, ill- 
chosen and inadequate. 

We suggest several changes to 
the ad which should add to its pull- 
ing power. In our opinion the 
border should have been made a 
plain hairline or one-point rule. 
Odd or fancy borders detract 


from the ad itself. The illustration 
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could have been made slightly 
smaller without detracting from its 
effectiveness. This would have per- 
mitted the use of a larger headline 
extending over the entire top of the 
advertisement. A slight rearrange- 
ment in the wording would have 
eliminated the repetition of the word 
“shop ;” even a substitution of an- 
other word would have turned the 
trick very well if emphasis were de- 
sired. Advertisers generally agree 
that it is not sufficient to state that 





: 
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How Much Less Heat You 
Get Because of Soot. 

It is reported in Power that in a 
lecture before the Nottingham Guild 
of Mechanical and Electrical Ep- 
gineers, Professor Jacques Abady 
pointed out the relative loss of heat 
conductivity of boiler-heating sur- 
faces due to different thickness of 
soot deposit by comparing the con- 
ductivity of clean pipes with that of 
soot-coated pipes, viz. : 


a 


Tin Shop 


Furnace 


Shop 


All Work Given 
Prompt Attention. 


WIER & WISE 
FURNACES 


ve ee 


FaugustBros. 


N. Main Phone 1301 





Misspelled Names Show Carelessness. 


you are doing business in a certain 
place. The advertisement in ques- 
tion would have easily permitted the 
insertion of a line or two inviting 
the people into the store for esti- 
mates of to see the system and have 
it explained. 

In cases where two lines of fur- 
naces are carried, it is always well 
to make this fact clear in the adver- 
tisement. In the copy shown here- 
with the names of the Weir Fur- 
nace—Meyer Furnace Company— 
and the Wise Furnace Company are 
made to appear as though they were 
one and the same, whereas they are 
entirely separate companies. The 
word Weir is incorrectly spelled, 
which is an inexcusable error. 





If you do not even ask people for 
their trade, can you blame them if 
they buy elsewhere ’ 


Loss Per Cent 
oe Pere ere 0.00 
1/32 inch coating of soot.. 9.5 
1/16 inch coating of soot.. 26.2 


¥% inch coating of soot.... 45.2 
4 inch coating of soot.... 69.0 


In view of this it is certamly im- 
portant that furnace installers im- 
press their customers with the 
necessity for keeping the radiator 
and combustion chamber free from 
soot. 

The soot-consuming devices on 
certain types of furnaces help not 
only to cut down the actual fuel 
quantity used, but also to produce 
more heat from the fuel fed into the 
furnace. 





Advertising: is such a broad and 
vital subject that snap judgment 
should always give way to sane and 
constructive reasoning. 
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Mid-Year Meeting of National Warm Air 
Heating and Ventilating Association. 


Prominent Features of Program Will Be Consid- 
eration of Test House and Educational Publicity. 


HE Mid-Year Meeting of the 

National Warm Air Heating 
and Ventilating Association will be 
held December fourth at the Ur- 
bana-Lincoln Hotel, Urbana, IIli- 
nois. 

From the following program, 
which was received from Secretary 
Allen W. Williams, it will be noted 
that the day will be a very full one, 
the forenoon session _ starting 
promptly at 9:30 A. M. (central 
standard time ). 

One ef the important subjects 
to be diseussed will. be that of the 
“Test House.” 

Another will be “Educational 
Publicity.” 

The program follows: 

1. Call to order in Hotel. 

2. Call of Roll. 

3. Communications. 

4. Visit to Research Laboratory 
—Meeting reconvening in 
University Lecture Room. 

5. Welcome by David Kinley, 
President University of 
Illinois. 

6. Response by President E. B. 

Langenberg. 

Remarks by M. S. Ketchum, 
Dean College of Engineer- 
ing, University of Illinois. 

12:15 — Recess: Luncheon, 
Urbana-Lincoln Hotel. 
Special features during this 
luncheon. 

9. 1:30 P. M.—The Standard 
Code. Report of Commit- 
tee. 

10. Matter of Test House. 
Report of Committee. 
Consideration by Meeting. 

11. Educational Publicity— 
Report of Committee. 
Not necessarily co-opera- 

tive advertising, Our 
committee will suggest 
many other activities. 

12, Open Hous— 

Business Conditions 1924. 


“I 


a 


The call of the Executive Com- 
mittee follows: 
To THE MEMBERS AND MAKERS OF 
WarM Arr HEATERS AND Ac- 
CESSORIES : 


You will be pleased to hear that 
at a joint meeting of our Executive, 
Research Advisory and the Joint 
Code Committees, October 19th, it 
was unanimously voted to accept a 
special invitation from the Univers- 
ity of Illinois and hold a general 
meeting of our organization in the 
new Urbana-Lincoln Hotel, Urbana, 
Illinois, and the Mechanical Labora- 
tory at the University, Tuesday, 
December 4th. Convening at 9:30 
a. m. sharp, central standard time. 

This decision was influenced by 
numerous suggestions from our 
members that such a meeting should 
be held and it is our courteous and 
earnest desire that every member 
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be present and that ail manufactur- 
ers of Warm Air Heaters or any ac- 
cessory accept this as a cordial invi- 
tation to attend. 

It will be noted from the program 
enclosed that this is to be a one-day 
session without any special papers 
and that an unusual opportunity is 
provided to become familiar with 
our Research equipment and work, 
for “seeing is believing” and to con- 
sider other matters of vital import- 
ance to our industry which must not 
be delayed. Bring your engineers 
and practical men with you. 

Informal luncheon will be served 
at noon in the Urbana-Lincoln Ho- 
tel. 

Hotel reservations 
made in advance. 

Cordially yours, 
The Executive Committee. 
Allen W. Williams, Secretary. 

The Annual Meeting of the 
Western Warm Air Furnace and 
Supply Association will be held 
in the Hotel Sherman, Chicago, 
Wednesday, December 5th, thus 
affording a convenient opportunity 
to attend both meetings. 


should be 


Turton Wants More Specific Information Before 
Trying to Solve Pipeless Furnace Problem. 


Original Request for Help Appeared on Page 27 of Our 
October 20 Issue and Came from Northwestern Ohio. 


N page 27 of our October 20th 

issue, we published a request 

for assistance in solving a pipeless 

furnace problem for one of our sub- 
scribers in Northwestern Ohio. 

The following letter has been re- 
ceived from George W. Turtan, 
404 North Fifth Street, Niles, 
Michigan : 

To AMERICAN ARTISAN AND Harp- 

WARE REcoRD: 

I was about to throw away my 
discussion pencil when I noticed on 
page 27 of your October 20th issue 
the question: “What is wrong 
with this pipeless furnace job?” 
Temptation was too great—lI still 
have the pencil. 

What’s wrong with this job? It 
would be a much shorter story to 
tell what is not wrong. I am very 





grateful to this “subscriber” for 
submitting this plan of installation. 
It proves what I have been trying 
for years to convince opponents of 
pipeless heating (and I fear my ef- 
forts have penetrated but a shallow 
distance )—that lack of understand- 
ing of the pipeless science, and 
proper installation is the cause of 
most failures. 

Air men tell us there are air 
pockets up in the open spaces— 
“dangerous to monkey with.” Now 
if air will pocket in the open heav- 
ens you don’t need a ten mule team 
imagination to conceive of air pock- 
ets within four walls and subdivi- 
sions. 

There is a pocket in “subscriber’s” 
house besides several other things, 
indicating bad pipeless engineering. 
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But before any assistance, beyond 
the original guess work, gan be 
hoped for, we must have more in- 
formation than given. 


How do we know the relative 
location of rooms on 2nd floor with- 
out a plan of 2nd story? How can 
we figure size of heater necessary 
without knowing all dimensions of 
house? (This includes ceiling 
height of both stories.) 

And how are we to determine 
circulation without door heights on 
both floors? And since it is a trou- 
ble job, why not state the tempera- 
ture you have been getting in the 
several rooms—both floors? 

Is there a railing around stairway 
on second floor? 

One or both sides? 

Where is your house located— 
Canada or Georgia? The mean an- 
nual temperature of locations dif- 
fer and this determines size of 
heater required. 

With information as outlined you 
may hope for assistance. If there 
are reasons why you don’t sign your 
name and address, you may write 
me in confidence. I may desire fur- 
ther information and assure you I 
will assist to the extent of my lim- 
ited knowledge. 

Yours in service, 
G. W. Turton. 

P. S.—My inability to assist this 
brother without delay, should not 
deter others so qualified from doing 
so, as I assume he would appreciate 
getting “fixed up” before the com- 
ing cold season. 





Handelan Invents Apparatus 
for Moistening of Warm Air. 


A recent attempt to solve the hu- 
midity problem in the home is illus- 
trated in the accompanying drawings 
of the Hydroaircirculator which has 
been developed by D. Handelan and 
is being marketed by the Hande- 
lan Manufacturing Company, 4901 
Thirty-ninth Avenue, South, Min- 
neapolis, Minnesota. When used 
in connection with a warm air fur- 
nace, the Hydroaircirculator is in- 
stalled in the return air duct, dis- 
charging a water spray which acts to 
remove dust as well as to moisten 
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Arrangement of Hydroaircirculator in Air Duct to Moisten and Circulate Air. 


the air. Regular city water pressure 
is used and the water after being 
sprayed is drained to the sewer. 


Another application of the Hy- 
droaircirculator is in connection with 
an air duct, so arranged with two 
register openings in a given room 
that the spray acts both as an air 
moistener and as an air circulator. 
This arrangement can also be used 








Installation of Hydroaircirculator in 
Warm Air Furnace. 


with outside ventilation. By install- 


ing a spraying device at each end of 


the duct, the air can either be ex- 
pelled or fresh air drawn in by re- 
versing the spray. In this manner 
the air can be recirculated when 
desired in the winter time and out- 
side air drawn in and cooled in the 
summer time. 





Informative Honeywell Heating 
Specialties Catalog Shows 
Industry’s Extensive Progress. 
Substantial evidence is not lack- 
ing that the Warm Air Heating In- 
dustry has and is keeping well in 
advance in its efforts to give the 
public the best service there is to be 


had in the way of healthful and eco- 
nomical heating of homes. As the 
industry as a whole has such tenac- 
ity of purpose, so, too, have the 
individual manufacturers who make 
up that industry shown their spirit 
of progressiveness. 

The Honeywell Heating and 
Specialties Company, Wabash, In- 
diana, one of the foremost manu- 
facturers in the industry, have just 
réleased their new catalog in 
which they—and we may say with 
good cause—take great pride. 

The new book is 6x9 inches, con- 
taining twenty-eight pages. It is 
printed on a good grade of paper 
particularly well adapted to bring 


- out and show off the objects illus- 


trated. 

In the catalog particular atten- 
tion is paid to the temperature regu- 
lator, the thermostat and its con- 
struction, regulator installations, 
Vaporstats, Aquastats, Aerofan in- 
stallation and Smoke pipe damper 
regulators. 

The catalog is well illustrated 
and is designed especially to dis- 
seminate information on the various 
Honeywell Heating specialties, in- 
stallers and salesmen. 

Copies of the issue can be had by 
writing the company. 





Auer Register Company Adds 
Another Story to Factory. 
Business is so good with the Auer 
Register Company that it has been 
found necessary to increase facili- 
ties, and so another story is being 
added to their factory at 37th and 
Payne Avenue, Cleveland, which 
will add 7,500 square feet to their 
floor space for manufacturing pur- 


poses. 
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Manufacturers of Range Boilers Agree to 
Reduce Sizes from 130 to 13. 


July 1, 1924, Is Set as Date for Final 
Clearance of Present Stocks of Other Sizes. 


GENERAL conference of rep- 

resentatives of manufacturers, 
distributors and jobbers of range 
boilers, together with plumbers and 
other interested groups, held at the 
Department of Commerce October 
30th resulted in a definite reduction 
in varieties and sizes of range boil- 
ers and their component parts; viz, 
from 130 to 13. Survey data col- 
lected in pursuance to a resolution 
adopted by the manufacturers at a 
preliminary conference held on Feb- 
ruary 28, 1923, was used as a basis 
for discussion and final eliminations. 


R. M. Hudson, of the Division 
of Simplified Practice, Department 
of Commerce, opened the meeting 
with a descriptive outline of the 
service offered by the Department 
of Commerce in reducing variety as 
a means of eliminating waste in 
production, distribution, and con- 
sumption. 

Frank Sutcliffe, President of the 
John Wood Manufacturing Com- 
pany, Conshohocken, Pennsylvania, 
was asked to preside as Chairman 
and opened the discussion with a 
brief explanation of the purpose of 
the conference and agenda to be 
considered. 


The manufacturers present rep- 
resented a large percentage of the 
industry. They expressed the opin- 
ion that the simplifications affected 
would be of great benefit not only 
to their own industry, but also to 
the consuming public at large. 

It was suggested that the recom- 
mendation pertaining to preferred 
tappings be made applicable to cop- 
per as well as steel range boilers. 


Prior to adjournment it was 
agreed that those present at the con- 
ference are to act as a “Committee 
of the Whole” to give the Simpli- 
fied Practice Recommendations 
their fullest support and to secure 
their widest possible adoption and 
use by the industry and other groups 
interested. 


The recommendations unanimous- 
ly adopted by the conference are as 
follows : 

1. Range boilers shall have one 
side tapping 6 inches from the top 
and one 6 inches up from the bot- 
tom, (measurements to be made 
from the edge of the shell plate), 
and two tappings in the top and one 
in the bottom. 

All tappings are to be one inch. 

One-half inch top and the 34-inch 
side and bottom tappings on vertical 
boilers to be eliminated. 

This recommendation effective at 
once and July 1, 1924, set as the 
final date for clearance of present 
stocks. 

2. “Short Size” boiler (e. g. 
12x58) now used in New York 
City, to be eliminated. 

3. Range Boilers to be made in 
sizes and capacities as follows: 

12 x 36 inches or 18 gallons 


12x48 “ 2 a 
12x60 “ oa > 
14x48 “* aa. -" 
14x 60 ” | he 
16x48 “* * =. 
16x60 “* “- SZ 
18x60 “ a. F 
20x60 “* °' 
22x60 “ “100 “ 
24x60 “* “* 120 
24x72 “ * 144 
™ 24x99 “ “ 192 


Sizes are inside diameters. 

Lengths mean, length of sheet, 
net overall lengths of boilers. 

4. Five (5) 1-inch openings be 
considered as standard for horizon- 
tal boilers. 

5. The 16x48 inch boiler be 
advertised as of its actual capacity 
(viz. 42 gallons) in lieu of No. 18 
to avoid confusion with present 18 
gallon boiler. 

6. Rate all range boilers and 
combination boiler and gas water 
heaters by their actual water capaci- 
ties in gallons. 
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7. Expansion tanks to be made 
in sizes and capacities as follows: 
12 x 20 inches or 10 gallons 
iZxD “ "a * 
14x30 “ ~ 
1x3 “ ea 
16x36 “ et Ng 
16x48 “ ” oY 
Gauge glass tappings to be 13% 
inches between centers to provide 
for exposure of 12 clear inches of 
gauge glass. 





George S. Auer Will Spend Winter 
in Mediterranean Countries. 


George S. Auer, President of the 
Auer Register Company, will leave 
Cleveland in time to board the 
“President Wilson” which is one 
of the new steamers plying between 
New York City and Trieste, on the 
Adriatic Sea. 

With one of his old cronies, Mr. 
Auer expects to spend the winter 
at the latter place, taking short trips 
to Cairo, Venice, Athens, Constanti- 
nople and other ports on the Medi- 
terranean. 

He will leave on November 29th, 
making the first stop at Lisbon, 
Portugal, with other stops at Al- 
giers and Neapolis. 





Giving Away 
Your Ideas. 

The only things we keep are the 
things we give away. Let’s say that 
again. The only things we keep are 
the things we give away. If that 
isn’t quite clear, listen to the words 
of a world-known genius. “I once 
thought I should guard my ideas 
as I would guard my life,” said he. 
“But I have learned better. I now 
know that the more ideas I give 
away, the more ideas will come to 
me.” 

A business, a profession, a trade 
—these do not have secrets. To 
think the so-called secrets are secret 
is a foolish thought. Give away 
your ideas, and see other ar.d better 
ideas come to take their place.—The 
Leader. 





Be optimistic; be cheerful; keep 
smiling. Nobody wants to buy from 
a grouch. 
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Necessity Often Requires a Connection Where a Tee 
Will Intersect an End Pipe Off Center. 


The Connection May Be on the Top or Bottom Tan- 
gent, and the Pattern Shows How This Can Be Done. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorp by O. W. Kothe, Principal, St. Louis Tech- 


OW and then it is necessary by 
the run of pipes to make a 
connection where a tee will inter- 
sect an end pipe either on the bot- 
tom or on the top tangent, or at 
least off center. In that case the 


nical Institute, St. Louis, Missouri. 


up a side elevation. The angle of 
tee in the side elevation is generally 
made 45 degrees or can be made 
anything desired or required. Re- 
produce section “A” with all its 
from 


points, as section “B”, and 


in the half section “B’. Draw 
stretchout lines from each of these 
points so they are parallel with the 
tee branch and then from each point 
in the miter line of elevation project 
lines into the stretchout. Pick out 
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Pattern Shows How to Make a Connection Where Tee Will Intersect an End Pipe Either on Bottom or on Top Tangent. 


method here shown can be followed. 
At first we draw the plan describ- 
ing the main pipe to suit the re- 
quired diameter and then set the 
branch pipe on this main pipe wher- 
ever measurements require. Then 
describe the half section “A” and 
divide in any number of equal parts. 
From here extend lines into the 
main pipe, thereby intersecting, as 
at points 4-3-2-1, etc. Now, from 
these points we drop lines and set 


each of these points extend lines in- 
to the main pipe until they intersect, 
lines of similar number dropped 
from plan. 

Pick out these intersections and 
sketch the miter line as shown, 
which is the points of penetration 
between the tee and the main pipe. 
Now to set off the pattern for the 
branch, extend the line 1-1, as 4-4 
in the pattern, and on this set off 
twice the number of spaces you have 


the intersections of corresponding 
lines and sketch a line through these 
points, and you have the miter line. 

When the opening is desired, ob- 
serve that the branch pipe sets over 
the main pipe a distance of 4-1-4 of 
plan, so that these spaces are picked 
separately and set as 4-4 in the pat- 
tern to the left of the elevation. 
Then drop  stretchout lines, and 
from each point in miter line of ele- 
vation bring over horizontal lines to 
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intersect the stretchout lines of sim- 
ilar number. Through these inter- 
sections sketch the outline for open- 
ing, and the pattern is finished. Ob- 
serve that the plan gives the width 


Aurora Sheet Metal Show Fine Example of 


or girth, while the elevation gives 
length of cut. So, by working these 
two together in this way, we make 
the pattern. Add edges for assem- 
blings on all patterns. 


Good Fellowship and Progressiveness. 


Contractors, Journeymen, Apprentices, Wives, Sweet- 
hearts and Sisters Enjoy Evening of Comradeship. 


ONDAY evening, November 

5th, was a date unique in the 
history of sheetmetaldom in Aurora, 
Illinois, for nearly seventy-five 
sheet metal contractors, their em- 
ployes and ladies gathered around 
a banquet table at Hotel Aurora for 
a spread of good things for the 
inner man, for talks on “shop,” as- 
sociation work, and for witty 
stories. 

The union worker, the open shop 
boss, the helpers’ best girl and the 
boss’ wife visited with one another, 
and there were no fatalities. 

All of which goes to prove that 
sheet metal men, as well as their 
ladies, are pretty good scouts and 
are willing to bury their differences 
—if any they have—when a com- 
mon object is to be attained. 

The credit for this very happy 
and auspicious gathering is due in 
a large measure to Jack Stowell, who 
was chairman of the Banquet Com- 
mittee and also filled the place of 
toastmaster with just as much abil- 
ity as he swings a golf stick or fig- 
ures on a furnace job—and he has 
the honor of being the champion 
golfer of Aurora; he also knows 
how to get a profit and at the same 
time give his customers full satis- 
faction. 

President Henry Gabrielson was 
first introduced and in his brief, but 
pointed, remarks brought out the 
fact that the Aurora Sheet Metal 
Contractors’ Association was not 
organized to antagonize any one, 
but that it had for its chief object 
“The Betterment of All—Better 
Work—Better Conditions — Better 
Satisfaction to Their Customers— 
Better Wages to Their Employes.” 

Mr. Gabrielson emphasized the 


point that if the Association was to 
prove a true success its members 
must give to “The City of Lights” 
the best of its ranks—both of em- 
ployers and employes. 

A. G. Pedersen, of AMERICAN 
ARTISAN, was the next speaker. 
His address concerned itself with 
the duties and benefits of member- 
ship in the Association. 





George Harms 


“You have come together,” said 
Mr. Pedersen, “because you realize 
that by working together you can 
accomplish things that you would 
not be able to do individually. 

“But ‘working together’ does not 
simply mean the paying of dues, or 
the attendance at business meetings. 
It means that you must give of your 
money, your time, your thought, 
your effort toward the things for 
which your organization stands. 

“The man who claims that his As- 
sociation does not do him any good 
is too often like the man who buys 
a piece of land and goes to look at 
it once or twice a month and then 
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at harvest time kicks because there 
is only a crop of weeds. 

“How could there be anything 
else? 

“He did no work on the land, and 
naturally the land yielded no useful 
crop. 

“On the other hand, the man who 
cultivates his field, puts in good seed 
and keeps the weeds down, always 
reaps far more than he puts into 
that field, and in the same manner, 
the sheet metal contractor who pays 
his dues, attends the meetings—and 
contributes constructive ideas and 
information at these meetings—will 
always gain far more in personal 
benefits than he puts into the Asso- 
ciation. 

“You all know Mr. Harms, who 
sits on my right, and who will speak 
to you when I finish. Well, Mr. 
Harms has been in organization 
work for many years, is a member 
of many trade associations, gives 
freely of his money toward their 
support, spends much time in at- 
tendance at meetings, and I am sure 
that he will tell you, as he has told 
me, that whatever money, whatever 
time, whatever effort he has con- 
tributed toward these associations 
counts but very little in the direct 
benefit which he and the companies 
in which he is interested have reaped 
because of that support. 

“T close with this thought for you 
—give freely of your time, thought, 
energy and money toward this As- 
sociation of yours, and it will pros- 
per and you will all be the gainers 
therefrom.” 

R. W. Blanchard, President of 
the Hart & Cooley Company of Illi- 
nois, was next introduced and with 
several witty stories brought home 
the importance of having an ideal 
for your business and for your busi- 
ness organization, and of working 
in unison for the accomplishment of 
that ideal. 

The speaker’s advice to the mem- 
bers of this new Association was to 
forget their little individual differ- 
ences and disputes and to work to- 
gether for the attainment of better 
conditions. 

George Harms, of F. Meyer 
& Brother Company, former Presi- 
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dent of the National Association of 
Sheet Metal Contractors, made one 
of the best speeches the writer has 
ever heard him deliver, and that 
means a great deal. 

Speaking out of his ripe experi- 
ence, rich with accomplishment and 
financial success, Mr. Harms cited 
instance after instance of how 
through codperation work men had 
made progress and attained to goals 
which it would have been utterly 
impossible for them to gain by indi- 
vidual effort. 

He called to mind the time when 
he as a helper in a tin shop received 
the munificent sum of $1.50 for ten 
hours’ work, while today in many 
places the skilled sheet metal worker 
gets nearly the same amount for one 
hour. Organized effort did it. 


“In the same manner,” continued 
Mr. Harms, “have the contractors 
bettered their conditions. They have 
learned what it costs to do a cer- 
tain job, and those who have learned 
no longer take work at a loss, except 
when they make mistakes in figur- 
ing. 

“And let me say right here that 
where there is considerable differ- 
ence in estimates on the same job, 
the high man never made the mis- 
take; it was the low man. 

“I know of a sheet metal contrac- 
tors’ association located under very 
much the same conditions as you 
have here in Aurora. There are 
fifteen members, and it is a rare oc- 
currence when the full number is 
not present at the semi-monthly 
meetings, and it is as rare an occa- 
sion when they are not all there dur- 
ing the entire session. Each repre- 
sentative collects a dollar when 
answering roll call and collects an- 
other dollar when the meeting 
adjourns. There are no dues, and 
yet this association has in its treas- 
ury always enough money to pay 
for anything within reason that the 
members might decide to do, such 
as holding a banquet as this one 
here, or giving a picnic for the mem- 
bers, their employes and families. 

“How do they do it? 

“The public pays all the expenses 
of the organization! 

“Every meeting night every job 


taken is reported, together with the 
contract price. There may be a 
question as to that figure and the 
various bidders compare notes and 
occasionally it is found that the low 
bidder missed something or made an 
error in adding or multiplying. He 
is not fined, or anything of the sort, 
but he finds out where the mistake 
was made. 


“When the report of new con- 
tracts is made, the successful bid- 
ders deposit checks for one per cent 
of the amounts in the treasury and, 
of course, these deposits are always 
added to the contract price, so that 





R. W. Blanchard 


the public actually pays for the run- 
ning expenses of the organization— 
and there is never any shortage of 
funds! 

“Just one thing more—we have a 
good many ladies with us here to- 
night, and I want to say a few words 
to them especially: 

“You ladies are partners with 
your husbands. You enjoy their 
prosperity and you suffer with them 
in their adversity. Make it your 
business to see that your husbands 
attend every meeting of your Asso- 
ciation. Their presence is needed 
and in the long run you will reap 
personal benefits from their prompt- 
ness and attendance.” 

Toastmaster Jack Stowell summed 
up with a short talk, in which he 
urged the members to follow the 
advice of the other speakers, and 
then announced that after the tables 
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were cleared and put away, there 
would be dancing for a while, 
Altogether this meeting was an 
unqualified success. The menu was 
well selected, splendidly cooked and 
efficiently served. The music was 
good—Gabrielson, Jr., and another 
singer of Scandinavian origin filled 
in with vocal selections. The spirit 
was one of good fellowship, and 
when the gathering broke up shortly 
before midnight, all were a unit in 
wishing for another evening of sim- 
ilar character early in 1924. 
Among other visitors from Chi- 
cago were J. Harvey Manny and 
Fred Bloomfield, of the Manny 
Heating Supply Company. Harvey 
used his trusty Buick for the trip. 





Reasonable Expectations Must Be 
Based Upon Reasonable Service. 


The following is a reprint of the 
editorial, taken from the Joplin 
News-Herald, which appeared on 
the September back cover of Z N, 
the interesting bulletin of the Amer- 
ican Zinc Institute. 

Every man—be he a seller of 
tools, stoves or service—may well 
ponder the truth laid down by the 
Missouri sage who wrote that edi- 
torial, and then act in accordance 
with that truth: 

Our Reasonable Expectations. 

“A brief metal market news story 
in Wednesday’s Wall Street Jour- 
nal tells of the advancing zinc mar- 
ket, and comments: 

““Demand from galvanizers re- 
mains good and brass founders are 
buying in fair volume. Stiffening in 
price is due to the fact that smelters 
are finding it impossible with re- 
duced ore output to buy Joplin con- 
centrates under $36 a ton, which 
would correspond to a price of 
about 61%4 cents St. Louis for zinc. 
Consequently, it is not improbable 
that zinc price will advance to that 
quotation within another week.’ 

“Tt would be easy to deduct from 
this a conclusion that the price of 
slab zinc is dependent entirely upon 
the ore output from this field. 
Those best acquainted with the in- 
dustry know this is true only to a 
limited degree. If it were true ab- 





id 


= all ‘y 





November 10, 1923. 


solutely, ore producers long ago 
would have united to control the 
production of zinc ore, and the price 
of zinc would have reached unrea- 
sonable levels. 

“The fact is, ore production in 
this field does have much to do with 
the price of slab zinc, but not every- 
thing. If production were so cur- 
tailed as to send slab zinc prices un- 
reasonably high, just that soon 
would begin to spring into action 
hundreds of possible producers of 
low-grade zinc ore in the West that 
under ordinary circumstances can 
not and do not compete with the 
ores from this field. We have a 
preferred ore, but preference will 
not admit of our being hoggish. 


“Old established economic laws 
operate in the long run to give us 
here a fair profit in ore production. 
This much we can be assured, if our 
producers will handle the varying 
situations that arise in an intelligent 
manner. If such situations are not 
handled intelligently, there come 
times when all profit is threatened 
and the mining industry is thrown 
into the dumps. This is inevitably 
the result if there is complete lack 
of codperation and coodrdinatiog in 
the industry. We can not permit 
anything of the sort and expect to 
be continuously prosperous. It is a 
law in zinc, just as it is a law in 
wheat or corn or potatoes. Every 
producing field has a certain definite 
and reasonable trade expectation. 
When it fails to realize this reason- 
able expectation it is its own fault ; 
when it attempts something more 
there must be and always will be 
inevitable reaction and trouble.” 





William Neal 
Places Premium on 
AMERICAN ARTISAN. 

We have put a premium of value 
on AMERICAN ARTISAN AND HaArp- 
WARE Recorp. Therefore credit us 
with one year’s subscription. 

Very truly yours, 
Sueet Metat & WELDING Works, 

Wittiam R. NEAL, Proprietor. 


Jacksonville, Florida, October 30, 
1923. 
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This Is How Bonbrake Would Arrange Tools 
and Machines in Barck’s Sheet Metal Shop. 


Sequence of Work, Plenty of Light and Ease of Han- 
dling Material Most Important Factors to Consider. 


*N PAGE 25 of our October 

27th issue there appeared a 
request from C. F. Barck for assist- 
ance im arranging various sheet 
metal working machines and tools 
to the best advantage. 


We have received the following 
reply from L. S. Bonbrake, Peoria, 
Illinois, the key to the illustration 
and description being as follows: 

1—Pexto Square Shear. 

2—30-inch Roller. 

3—Pexto Tin Folder. 

4—-Pexto Grooving Machine. 

5—Pipe Riveting Stake. 

6—Pexto Crimper. 

7—Pexto Turning Machine. 

8—Common Square Stake. 

9—Large Beakhorn Stake. 

10—Drill Press. 

11—Marshalltown Throat less 
Shear. 

12—8-foot Brake. 


13—Number 3 Pexto Combina- 


tion Shear and Punch. 

14—Pexto Bar Folder. 

Mr. Bonbrake’s letter follows: 

C. E. Barck, Mount Clemens, 
Michigan, presents a problem in the 
October "27th issue of AMERICAN 
ARTISAN AND HARDWARE RECORD 
that is quite interesting as a subject 
for consideration and in the working 
out. 

In these later days, with “speed 
and efficiency” the slogan, the splen- 
did area given—1,225 square feet— 
for a work shop can be utilized in 
a manner not only to give ample 
room for bench and machine space, 
but will also allow a free, unham- 
pered area for laying out work, de- 
scribing circles, etc., for big work, 
and many purposes for which suit- 
able open, uncluttered room is lack- 
ing in the general run of sheet metal 
or tin shops. 

In the appointment of this shop, 
considering fully the various fixed 
locations, we should place benches 
and tools located in such a manner 
as to economize space near the win- 


dows, to give light freely for exe- 
cuting work where light is most 
needed ; yet try at the same time to 
have the tools so located that when 
a job is on, say a quantity of round 
furnace pipe, the material (tin) can 
be trucked from the stock room to 
the squaring shears (No. 1), 
squared, and in rotation on to the 
folder (3), where hems are formed 
on the edges; then to the rolls (2) 
just across the bench, and on to the 
groover (4), then to the riveting 
stake (5), where the seams are to 
be riveted at the small end, or seam 
malleted; then on to the crimping 
machine (6) for completion. 

The turning machine, or “thick 
edge” comes next (7), as elbow 
stock may be included in the lot. 
The square stake (8.8) may be pro- 
vided for with a socket on both 
sides of the bench. The breakhorn 
stake socket (9) may be in the 10- 
foot bench, nearer the center of the 
room, if found more convenient 
than where located. 

In making stove pipe, sheets can 
be trucked to No. 1 (squaring 
shears), the cut pieces backed up 
the bar folder (14), then to the 
rolls (2), after which follow the 
same routine as for furnace pipe. 
Nearly all regular work moves along 
the same course, hence they are 
placed to give the best general re- 
sults. 

The sketch as shown by Mr. 
Barck will approximate a scale of 
one-eighth inch to the foot, showing 
the elevator to be 9x9 feet; de- 
ducted from the width of the room, 
35 feet, gives a 26-foot line in the 
clear, across the windows to the 
wall on opposite side of the room. 

First, we will try to take care of 
the machines and tools by extending 
two benches (15) in line, commenc- 
ing two feet in from the wall and 
two or two and a half feet in from 
the windows, and extending near to 
the elevator. There will be a space 
















22 


between the last bench and the ele- 
vator of four feet, a good place to 
locate the squaring shears. Taking 
note, however, that space must be 
left between the shears (1) and the 
end of the bench for the manipula- 
tion of the handle of the rolls (2) 
on the end of the bench. 

Three and one-half feet can be 
given to rolls and fold (2, 3), four 
feet to groover (4) and space with 
six feet to 5, 6, 7, 8, a total of thir- 
ten and one-half feet, and ample, 
will allow six and one-half feet as a 
soldering bench at X, clear of ob- 
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joining sheets of tin to be used as 
standing seam roofing, gutters, etc. 
In making our sketch we have pre- 
supposed the elevator floor flush 
with the shop floor and open, so that 
material can be removed by way of 
either side, especially as dart points. 





Merchant & Evans Company, 
Philadelphia, Opens Detroit 
Branch—J.C. McIlroy in Charge. 
The Merchant & Evans Com- 
pany, Philadelphia, Pennsylvania, 
have opened a branch warehouse in 
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Layout of Sheet Metal Shop of C. F. Barck, Mount Clemens, Michigan, Proposed 
by L. S. Bonbrake, Peoria, Illinois. 


struction, in front of a window, and 
at the end of a bench. Additional 
free bench room can be used for any 
purpose desired at H, the post 
bench, upon which is located (13) 
the combination shear and punch, 
(14) the bar folder, and on the op- 
posite side of which can be located 
(10) the drill press. The Marshall- 
town shear (11) may be set at the 
opposite post, while the eight-foot 
brake (12) can be placed near, if 
the space along the wall from the 
elevator back should be wanted, to 
be utilized for a soldering bench, for 





Detroit, Michigan, corner Junction 
and Federal Avenues. Offfices are 
located at 403 Real Estate Exchange 
Building, and the company now 
carries in the Detroit warehouse a 
complete assortment of all their 
sheet metal products. J. C. McIlroy 
is manager of the Detroit branch. 





Tell your men the truth about 
yourself, themselves and the busi- 
ness. Make them partners in 
knowledge and responsibility. Teach 
them to say “Our business” by say- 
ing it yourself. 
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Clayton & Lambert Man- 
ufacturing Company, Detroit, 
Perfects New Coil Fire Pot. 

The Clayton & Lambert Manu- 
facturing Company, Detroit, Mich- 
igan, have completed a new and im- 
proved Coil Fire Pot No. 22, as 
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Showing Interor Connections. 


shown by the two accompanying il- 
lustrations. 

They make the following explan- 
atory comment of the new prod- 
uct: 

“Improved Coil Fire Pot.” 

“In keeping with our slogan, 
‘Better Fire Pots and Torches,’ we 
have added to our line the No. 22 


_Improved Coil Fire Pot which we 


believe has all good points found in 
other Coil Fire Pots and several 
up-to-date patented features. 
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Exterior View. 


is made oi heavy 


“The tank 
gauge seamless drawn steel, tinned 
inside and out, making it absolutely 
rust proof, fitted with cushion pro- 
tection band at base of tank, a pow- 


erful pump, large funnel and filler 
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plug with dust proof cap, and all 
small fittings are brass. 


“A unique feature is the three- 
piece coil cup which fits into grooved 
top plate, enabling the operator to 
remove the top section by unscrew- 
ing three brass nuts, exposing the 
burner and coil, as shown in the 
sectional view illustration. There 
are no coil cup lugs or small nuts to 
burn off. Three heavy uprights are 
secured to a steel plate welded to the 
top of the tank, making the fire pot 
extra strong and rigid. The makers 
claim that the No. 22 Fire Pot does 
the work quickly, is economical in 
the consumption of fuel and built 
for hard service.” 





Without Dimensions, How 
Can Main Pipe Area Be Made 
Equal to That of Several Smaller? 


In the morning’s mail comes a 
query from Harry Frye, 
Tennessee, who wishes a geometri- 
cal proof of the method of adding 
the area of a circle to the combined 
areas of other smaller circles. 

Mr. Trye’s letter follows: 

A problem: With dimensions un- 
known, it is desired to draw a main 
pipe equal in area to several smaller 
pipes, with compass and straight 
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Illustrating Frye’s Problem. 


edge only, or to add the area of a 
circle or a number of circles to an- 
other circle, as a circular ring. 

Let A in figure be the given cir- 
cle to be added to, and F, G and H 
circular ring included between A and 
C being the combined area of the 
circles F,G and H. The following 
be the circles to be added. Draw 
line D E, the diameters of the cir- 
cles. With point 4 as center and a 


radius equal to the radius of the 
circle to be added to, strike the in- 
definite are C O. From the points 
of intersection of this arc with the 
circle to be added to, and the circles 
to be added, namely points A, F, G 
and H drop perpendicular lines to 
the diameter D E. The line A B 
dropped from the circle to be added 
to is a base line and point B on the 
diameter is the point to measure 
from. With B as a center and the 
compass set to distance 1-O, strike 
arc, establish point 1’. With 1’ as 
a center and compass set for dis- 
tance 2-0, establish point 2’. With 
2’ as a center and distance 3-0, es- 
tablish point 3’. A perpendicular 
erected from 3’ to are C O estab- 
lishes point C. With O as a center 
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and O C as a radius, strike the cir- 
cle C, which is the combined area of 
the circles A, F, G and H. The 
is not shown: A _ perpendicular 
erected from point 1’ to arc C O 
would establish a point in the arc 
C O, through which if a circle be 
drawn would add the circle H to the 
circle A as a circular ring. Square 
pipes may be handled in the same 
manner, drawing squares around the 
circles so found. 

By measurement I find this 
method correct. Can any of your 
readers, who are mathematically in- 
clined, give a geometrical proof of 
the problem? 

Harry Frye. 

————.,, Tennessee, November 2, 
1923. 


How Do You Advertise Your Sheet Metal 


Business ? 


Here Are Three Specimen Advertisements, Taken 
from the Same Paper of a Chicago Suburb. 


NE of the most efficient ways 

of making advertising copy 
forceful is to introduce the subject 
with a good headline, which will at- 
tract the eye and arouse interest. 
Then, in order to maintain this in- 
terest, the headline should be sup- 
plemented with an illustration de- 
signed so as to be closely associated 
with the subject being introduced. 
In this way the reader is easily and 
painlessly pushed into the body of 
the copy almost without his knowl- 


edge, or at least before he is aware 
that he has the entire message. 

Three advertisements are re- 
printed here from the North Shore 
News, Rogers Park, Chicago. 

In Figures 1 and 2 two types of 
illustration are shown. The first is 
the illustration supplementing the 
headline, while in the second the 
illustration has displaced the head- 
line entirely. The Rose Hill Cor- 
nice Works naturally wishes to 
show how the addition of cornices 
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ROSE HILL CORNICE WORKS 





5909 N. CLARK ST. 


Res. Phone Sheldrake 3389} 


All kinds of tile, slate, 
tin, corrugated and iron 
roofing. Also gravel roof- 
ing, gutters, and down 
spouts. Skylights, cano- 
pies and cornices. 





ss 





Figure 1—Reading Matter Should Have Brought Out How Cornices Improve 
Beauty of House. 
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The 


The top of the house. 
best foundation is useless-un- 
less the top.of the house is 


finished! We have devoted 
years to the rendering of ar- 
tistic, durable , untrouble- 
some, work for homes. in the 
tin and sheet metal line. 

“Our? work: our ‘ad’ 
{Gutters, Downspouts, Cornices, 
Skylights, Ice Boxes Repaired, 
Furrtaces,. Smokest’ks, Ventilator. 


ARGONNE. SHEET 
METAL WORKS — 


-s ~ 


1630 N. Shore Ave. 








Phone Rogers. Park 7074 





Figure 2.—Displacing Large Headline 
with Illustration. 


adds beauty and completeness to the 
house. Some mention should have 
been made of this in the reading 
matter. In the second case the Ar- 
gonne Sheet Metal Works confined 
itself to the roof alone. 


In Figure 1 the address and tele- 
phone number should not have been 
separated. These, with the name of 
the firm, could have been placed at 
the bottom of the ad and the subject 
could have been introduced with a 
lively headline. The typography is 
very good. 

In Figure 3 the illustration has 
been dispensed with entirely. This 
advertisement is of the passive type 
which merely says that we are in 
business, but does not give any rea- 
son why the Clark Tin Shop and 
Sheet Metal Works should be 
sought out in preference to that of 
its competitors. 

In the last line of the reading mat- 
ter the word “work” is misspelled. 
The character “&” is never used to 
connect two common nouns. 
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| Notes and Queries 

















“Lexington” Furnace. 
From J. M. Walrod, care of Tatum 
Hardware Company, Booneville, Ar- 
kansas. 
Please tell me who makes the 
Lexington” furnace No. 25. 
Ans.—Cutter and Proctor Stove 
Company, Peoria, Illinois. 
Address of F. L. Curfman Manufac- 
turing Company. 
From Walter O'Neill, 110 East 26th 
Street, Minneapolis, Minnesota. 


Where is the F. L. Curfman 

Manufacturing Company located ? 
Ans.—Maryville, Missouri. 

“Diamond” Gas Stove. 

From South Side Cornice Works, 4324 
Cottage Grove Avenue, Chicago, IIli- 
nois. 

Can you tell us who makes the 

“Diamond” gas stove? 
Ans.—Shapleigh Hardware Com- 


pany, St. Louis, Missouri. 





AND 


Phone Sheldrake 6353 





CLARK TIN SHOP 
SHEET METAL WORKS 


6426 NORTH CLARK STREET 


Gutters and Conductor Pipes—General Jobbing— 
|Furnaces—Repairs—We do anything in Tin, Copper & 
Sheet Metal York—Automobjle Radiators Repaired 


Res. Lakeview 1782 








Figure 3.—Note Difference Between Advertisements Using and Not: Using 
Illustrations—Eliminate Misspelled Words and Incorrect Use of Characters. 
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Used Cornice Brake. 
From Knee Heating Company, 706-708 
Wealthy Street, S. E., Grand Rapids 
Michigan. 


Kindly advise me where I can 
purchase a used 8-foot all steel cor- 
nice brake. 

Ans. — Maplewood Machinery 
Company, 2547 Fullerton Avenue, 
Chicago, Lllinois. 

Washing Machine Castings. 


From Louis I. Drackert, Tipton, Mis- 
souri. 


Who makes castings for washing 
machines, such as gears and pin- 
ions ? 

+ Ans.—Albaugh-Dover Company, 
2100 Marshall Boulevard, Chicago, 
Illinois. 

“Home Ventilator” Furnace. 


From A. T. Kincaid, 321 E. Monroe 
Street, Springfield, Illinois. 


Will you kindly advise me who 
makes the “Home Ventilator” fur- 
nace ? 

Ans.—Galusha Stove Company, 
167 Court Street, Rochester, New 
York. 

Weather Strips. 


From Louis I. Drackert, Tipton, Mis- 
souri. 


Please tell me who makes weather 
strips for windows. 

Ans.—Chicago Metallic Weather 
Strip Company, 1617 North Troy 
Street, Chicago, Illinois; Monarch 
Metal Weather Strip Company, 
5020 Penrose Street, St. Louis, Mis- 
souri; National Supply and Manu- 
facturing Company, 2362 Palm 
Street, St. Louis, Missouri; Ameri- 
can Screen Manufacturing Com- 
pany, 1820 Lydia Avenue, Kansas 
City, Missouri, and Federal Metal 
Weather Strip Company, 1238-50 
Fullerton Avenue, Chicago, Illinois. 





Here Are Some Things That 
It Will Pay to Remember. 

The fellows who are always ready 
to strike are not the kind that ever 
strike it rich. 

To win over a customer is more 
useful than putting over a sale. 

Usually, the longer it takes you to 
“arrive,” the longer you are likely 
to stay. 

One inalienable right: The right 
to do right. 

Just jog along and you are liable 
some day to get a jolt. 
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The Putnam Chain Stopped Progress of the 
Red Coats and Is Still Free from Rust. 


A Story of Adventure and with a Les- 
son for the Modern Business Man. 


Written by Colonel Roy D. Smith. 
Illustrated by Donald Miller. 


N THE early political history of 
| the United States we find many 
incidents which appeal to our spirit 
of adventure, but quite frequently 
we also find examples of the re- 
sourcefulness which is one of the 
characteristics of the successful bus- 
iness man of today. 

For instance, the story of the 
Putnam Chain, as related in The 
Pure lron Era, appeals to us, both 
in the matter of adventure and in 
that of a difficult piece of work ac- 
complished. 

We quote 
follows: 
Washington with His Generals at 

Washington Heights. 

“And on April 30, 1778, a great 
chain was strung across the Hudson 
River from West Point to Constitu- 
tion Island to prevent the enemy 
from reaching inland forts.” 

Almost every school boy knows 
the story. It is one of the vital 
points in American history, but a 
point that is, strangely, of commer- 


from this article as 
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cial importance as well as historical. 

The United Colonies had reached 
a very grave crisis in their affairs. 
Valley Forge had not yet felt the 
strengthening hand of the dignified 
Baron von Steuben; the French 
King had refused to acknowledge 
our independence; the British were 
holding Philadelphia and moving, 
inch by inch, up the Hudson. 

The British Advance 

Above all things, Washington 
knew that the armies of the British 
in New York must not be allowed 
to link their power with the armies 
of Burgoyne in Canada. Accord- 
ingly, he ordered to his command 
the aid of Thomas Machin, an able 
engineer, with the point in view of 
obstructing the channel of Hudson 
River. 

He placed the first chevaux-de- 
frise of booms and sunken vessels 
between Forts Washington and Lee, 
far down on the Hudson. That was 
in 1776. On the 9th of October the 
British passed through safely with- 
out firing a gun. On the slopes 
above the river the forts were pow- 
erless to do them injury. 

A second barrier—an 1,800-foot 
chain—was flung across the river 
between Fort Montgomery and An- 
thony’s nose, at the point now gen- 
erally known as 178th Street in Fort 
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Washington Park. The tide was 
heavy, the current swift, the links of 
the chain formed of bar iron only 
one and a half inches square, and, 
within a few hours, the line had 
broken in two places. 

The following spring, 1777, the 
chain, strengthened and repaired, 
was again put down; but, although 
it held well through a number of 
months, Sir Henry Clinton easily 
captured it in October of the same 
year. 

Slowly, surely the British moved 
up the Hudson. One by one the 
promontories and forts upon which 
the Colonists had built their hopes, 
fell into the hands of the enemy. 
One by one the tiny river settle- 
ments were destroyed; and as 
though to add the single intolerable 
touch, Kingston was sacked and 
burned to the ground. 

In the forts above Stony Point 
the ragged soldiers grew bewildered. 
Albany. trembled, seeing ahead to 
the Spring and the new warfare it 
might so easily bring. Passed the 
strength of Fort Independence, Fort 


Montgomery, and Fort Clinton. 
Washington was horrified. 
West Point, Fort Constitution 


and New Windsor remained so far 
untouched. West Point was then, 
as now, of primary importance. 
Military science and power held it 
for their own even as they do today. 

With the patience of Robert 
the Bruce—and incidentally, the 
spider that Bruce imitated—Wash- 
ington worked at perfecting a bar- 
prove infallible. 


rier that should 









Harking Back to the Days of the Revolution When Washington Faced the British Along the Banks of the Hudson. 








26 AMERICAN ARTISAN AND HARDWARE RECORD 


Finally, he bethought himself of a 
chain that should be made of iron, 
strong enough to bear any force that 
the British might launch against it. 
General Putnam Is Called 

And about this time the Colonies 
began to take heart. Valley Forge 
was straightening its sagging shoul- 
ders under the tutelage of Baron 
von Steuben; Lafayette had come 
with his’ priceless friendship; 
France’s King had recognized the 
new Republic; only the ° Hudson 
River went forward under a cloud; 
for what would all other gains profit 
Washington if he should allow the 








To be paid for at the rate of 440 
pounds for every ton weight of 
chain and anchors (obviously, Con- 
tinental money), and to be delivered 
in not less than four months. 
The Great Work Begins 
Back of the forging of the mas- 
sive chain, there’s a kind of stern 
and changeless drama. Upon it 
hinged the success of the Revolu- 
tion ; the Hudson must not slip from 
the hands of that greatest of Gen- 
erals; the American Colonies dared 
not be disunited ! 
On a Saturday evening in the 
fore part of March, 1778, the Hon- 
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these were wood-cutters, skilled in 
their simple art. All were exempted 
from military service during the 
period required to make the chain, 

The contract stipulated: ‘—the 
said Company (being Noble, Town- 
send & Co., the then trade name of 
the Sterling Iron Works) engage to 
use their utmost endeavors to keep 
seven fires at forging and ten at 
welding.” 

What a picture of activity that 
must have made! 

The setting: a wild and lawless 
part of Orange County, New York: 
the participants in the drama: ardent 











Links of the Famous Putnam Chain at the Door of the Chicago Historical Society, Still in Good Condition After 147 Years 


armies of Canada and the innumera- 
ble redcoats in New York to join 
forces along the river? 

Accordingly, on December 2, 
1777, General Washington, as Com- 
mander-in-Chief of the Continental 
Army, despatched an urgent mes- 
sage to General Putnam, Comman- 
der of the Middle Department, ‘“‘to 
do his utmost to obstruct the passage 
of Hudson’s River.” 

Putnam lost no time. On Febru- 
ary 2, 1778, an order went out from 
the secret committee of the Conti- 
nental Convention for the forging 
of a chain, each link about two feet 
long, two inches and one-quarter 
square, with a swivel to every 100 
feet and clevis to every 1,000 feet. 


Exposure to Weather. 


orable Timothy Pickering, accom- 
panied by Thomas Machin, Govern- 
ment’s representative, arrived at a 
house in Chester, New York, talked 
long and earnestly with Peter Town- 
send about the forging of a chain— 
a chain upon which the salvation of 
the Colonies largely depended— 
then set out on horseback that same 
night, with Townsend and Machin 
beside him, to beat against fourteen 
miles of outlaw infested country and 
wilder snow storm, to take measures 
for forwarding the work. 

At daylight on Sunday morning 
the forges were in operation and the 
workmen engaged upon the chain. 

There were 182 men at furnace, 
forge and anchory. Fifty-five of 


whigs and patriots, pouring every 
drop of energy and enthusiasm into 
the making of the chain! 

With only their hands to serve 
them they set quietly about the busi- 
ness of frustrating the enemy. Se- 
crecy was necessary. There were 
“cowboys” throughout the section, 
paid friends of the British. And 
the Redcoats were holding Stony 
Point! 

So the eager hands toiled; hew- 
ing down trees, burning them to 
make charcoal; smelting the ore; 
back and forth, across and between, 
with the fires never dark and the 
workers never still. 

Forging the Huge Chain 
All day and all night the ore was 
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mined in equal quantities from Ster- 
ling Mine and Long Mine, which 
lay about a mile to the northeast, 
smelted in the furnace and made in- 
to pig iron; forged then into bar 
jron of the required dimensions in 
the Sterling forge, which stood 
about two miles down stream. 

One by one these links were car- 
ried through the wilderness and 
over the mountains, down to the 
banks of the river, on mule back 
and in ox carts, there to be welded 
together with the proper clevises 
and swivels, at New Windsor and 
West Point forges, until 500 yards 
and the 186 tons were safely lodged 
on rafts and floating logs beneath 
the surface of the Hudson, just six 
weeks after the firing of the forge! 

The Links Today 

That was long ago; 147 years ago, 
when six weeks was an incredibly 
short time and the making of a 500- 
foot chain, weighing many tons, a 
monstrous undertaking. Today our 
great furnaces and rolling mills have 
brought the work to a marvelous 
point of efficiency; but the fact re- 
mains, nevertheless, that the men 
who toiled in the wilderness for the 
sake of the trembling Colonies were 
men of lofty purpose and nobility 
of character, whose work was won- 
derful in a high degree. 

When the chain was taken up in 


1783, after balking every effort of 


the British to displace it, the vary- 
ing size in the links finds an ex- 
planation in the point that the strain 
upon the chain would be greater at 
some divisions than at others, neces- 
sitating increased dimensions. From 
the stipulated length of two feet 
many of the links were enlarged to 
measure three and a half. 

A number of the links with clevis 
and swivel have been preserved at 
West Point; a considerable portion 
of the chain was first sent to the 
Brooklyn Navy Yard, where it re- 
mained for a great many years. 
The late Honorable Abram S. Hew- 
itt purchased a portion of this, while 
two links are in the State Library at 
Albany, two in the possession of 
Professor Peter Townsend Austin 
(or his lineal descendants) of Staten 
Island, and eighteen links may be 


found at the Chicago Historical 
Society. 

The latter collection is doubtless 
one of the largest in existence. The 
links were purchased in 1889 from 
the Navy Yard by C. F. Gunther, 





Group of Men of the Revolution on 
the Hudson. 


whose remarkable historical mu- 
seum represents a large part of the 
Historical Society’s interest. The 
Gunther portion of the chain con- 
tains the larger links, each measur- 
ing almost three feet and weighing 
150 pounds. 


Here Are Several Methods to Keep 
Show Window from Steaming 
and Freezing. 


In the following are given several 
methods by which show windows 
may be prevented from steaming 
and freezing. 

This condition can usually be pre- 
vented by a proper system of venti- 
lation, and many contrivances have 
been used for the purpose. One of 
our readers some time ago recom- 
mended the placing of two or three 
Doulton’s hot water bottles filled 
with hot water in the window, re- 
filling them as occasion required. 
This expedient acted admirably, and 
if the bottles have a price attached 
to them a double purpose is served. 

The following are for application 
to the glass: (1) Dissolve 100 parts 
of the finest cocoanut oil soap in 
water, boil to a clear jelly, and add, 
with constant stirring, 10 parts of 
tripoli, 5 parts af alum, 5 parts of 
cream tartar, and 5 parts of white 
lead, all previously powdered finely 
and intimately mixed. Pour the 
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mixture, while hot, into shallow tin 
moulds, when it will quickly solid- 
ify. Moisten the glass with luke- 
warm water, apply the soap with a 
rag, and polish with a dry, soft 
cloth. (2) A weak solution of soft 
soap in menthylated spirits, spar- 
ingly smeared over the inside sur- 
face of the glass, is very effective. 
For sale this could be tinted with an 
aniline dye—eosin, for example. An 
acqueous solution of glycerine (1 in 
16) is also very good; this is 
smeared on lightly and then rubbed 
off, so as to leave a mere film on the 
glass. 

One of the best solutions of the 
steamed or frosted window is proper 
ventilation. If the window is en- 
closed, so that it need not be heated 
with the rest of the store, it is a 
simple matter to put ventilators in 
the base of the front, and connect 
them up with small floor registers 
in the floor of the window. Small 
ventilating openings must also be 
cut at the top of the window. 

This arrangement allows for the 
free circulation of air, which carries 
off the surplus moisture and pre- 
vents steaming and, later in the 
year, frosting of the window. 

If this arrangement is not pos- 
sible, another good plan is to locate 
an electric fan in such a position 
that it will keep a free circulation of 
air on the windows. This will pre- 
vent the moisture from forming, to 
a certain extent, but it is not so 
satisfactory as the other method. 

The solutions detailed above, to 
be applied to the glass, are excel- 
lent. They are easily compounded, 
or can be obtained from the local 
druggist. After washing the glass, 
they can be applied, and will pre- 
vent moisture from forming on the 
glass. It is not to be inferred that 
more than one solution is necessary 
to secure the desired results. Two 
or three are given, so that the reader 
may take his choice. 





Keep your eyes open and learn as 
you go. Confess at vimes that you 
don’t know anything, but are willing 
to learn. If one has this gift of hu- 
manity, all the others shall be added 
unto him. 
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Yuletide Toy Window Display Which Accelerated Gif| 


Sales Enormously at Kansas City. 


Otto J. Gress Knows How Christmas Decora- 
tions Are Arranged to Attract Customers. 


HRISTMAS, the greatest sell- 

ing season of the year, is rap- 
idly approaching. At this season 
the spirit of giving pervades every 
nook and cranny and the atmos- 
phere itself is abundantly charged 
with optimism and_ benevolence. 
Although the buying sense prompts 
most people to give useful gifts, the 
kids can’t be left without their toys. 
A toyless Christmas for the kids 





cater to the kiddies exclusively, for, 
as will be seen, he has every possi- 
ble toy that a youngster could wish 
there. 

Erector sets and soldering outfits 
are placed in a prominent position; 
these are excellent toys for training 
the young idea the principles of 
mechanics and physics. The stove, 
too, is not neglected, as we see it 
right down in the front row of 





with well painted fronts and good 
window displays? 

D. H. Grandon, editor of the 
Sterling, Illinois, Gazette, spoke re- 
cently before the Medill School of 
Journalism of Northwestern Uri- 
versity, Chicago. During the course 
of his address he warned the young 
men going into any line of business 
to keep out of the slow and slovenly 
looking community. “Select a town 









Christmas Window Display of Toys Arranged by Otto J. Gress for Bunting Hardware Company, 810 Walnut Street, Kan- 
sas City, Missouri, Which Produced Large Number of Toy Sales. 


brings to mind the story of the “Lit- 
tle Match Girl.” 

Otto J. Gress has arranged a 
clever Christmas display of toys for 
the Bunting Hardware Company, 
810 Walnut Street, Kansas City, 
Missouri, which appears in the ac- 
companying illustration. 

Many a heart will palpitate with 
emotion as its young owner presses 
its nose against the plate glass win- 
dow in its efforts to view the con- 
tents of the window more closely. 
Mr. Gress evidently intended to 





prominence. What boy or girl could 
pass this window display without 
stopping? They pick out the thing 
they want, get the name of the store, 
go home and pester the life out of 
Ma or Pa until those elders go down 
and buy the article. 





Is the Effort to Make 
an Original Window Display 
Worth a 50-Dollar Bill to You? 


Do you live in a “slow town” or 
are the stores in it up and doing 





where the store fronts and window 
attractive, where the 
homes are painted and the lawns 
show care. Such a town is ready 
for the best business you can pos- 
sibly give it.”’ 

Here is food for thought for a 
large group of young fellows who 


trims are 


are already in business; a standard 
by which to gauge their own busi- 
nesses and the town in which those 
businesses are located. 

How often do we see the local 
advertisement stressing the benefits 
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to be derived from the use of paint 
when the man’s store front would 
also be improved likewise by an ap- 
plication ! 

The window display competition 
of AMERICAN ARTISAN AND Harp- 
waRE Recorp closes January 12, 
1924. This competition offers you 
$100 in four cash prizes—$50, $25, 
$15, $10—as an inducement to try 
your hand and originality at making 
a window display. 

Don’t fail to make the effort. 

You can’t lose. 

Rules Governing Contest. 

The photograph, together with 
descriptions of how the window dis- 
plays were arranged and the mate- 
rials used may be sent by mail or 
express, charges prepaid, and must 
reach this office not later than Jan- 
uary 12, 1924. 

Each photograph and description 


must be signed by a fictitious name 
or device and the same name or de- 
vice must be placed within a sealed 
envelope containing the real name 
and address of the contestant. This 
sealed envelope is to be enclosed 
with the photograph. Contestants 
may enter as many window displays 
as they desire. 

AMERICAN ARTISAN AND Harp- 
WARE REcorp reserves the right to 
publish all photographs and descrip- 
tions submitted in this competition. 

A competition committee of three 
will be appointed, one of whom will 
be an expert window dresser and 
one an experienced hardware man. 
This committee will pass upon the 
merits of all photographs and de- 
scriptions received, without know- 
ing the names or addresses of the 
senders, and will decide the winners 
of the contest. 


Most Benefits from Decimal Pricing System Go 
to Retailer, Says Hasenflue at Atlantic City. 


Manufactures and Jobbers, However, Will 
also Profit by Making the Proposed Change. 


HE advantages and disadvan- 

tages of the decimal pricing and 
packing system have been discussed 
off and on for a considerable length 
of time. 

N. T. Hasenflue, Secretary-Treas- 
urer of the Champion Hardware 
Company, Geneva, Ohio, in the fol- 
lowing address shows how the great- 
est benefits from the decimal sys- 
tem devolve upon the retailer, al- 
though the advantages to the jobber 
and manufacturer are decided: 


Advantages of the Decimal System of 
Pricing and Packing. 


You manufacturers who are operating 
factories that are continually expanding 
know that periodically it becomes neces- 
sary to revamp your plants—often at 
great expense, in order to eliminate the 
detours which prevent the direct prog- 
ress of production from raw material to 
finished article. In changing over from 
the old to the new system of pricing and 
packing you are doing pretty much the 
same thing, and largely for the same 
reason, except that you are taking a step 
that makes for permanent improvement, 
rather than temporary, and a step that 
effects a saving of time and effort to all 
concerned, including retailer, jobber and 
manufacturer. 


When the subject of the decimal sys- 
tem of packing and pricing first came to 


be discussed at conventions and in trade 
papers, our company felt that the cost of 
changing over our established system of 
printing new catalogs, printing new labels 
and readjusting the sizes of boxes and 
shipping cases would impose a great bur- 
den and that the advantages derived from 
the change would hardly offset the heavy 
expenses. But as the sentiment con- 
tinued to increase in favor of the new 
system, we went into the mattter very 
carefully and we found the change not 
nearly as difficult or as costly as we had 
anticipated. 

When we came to a study of the prob- 
lem as affecting our line of builders’ 
hardware, we found the change was quite 
a natural one. The way had been paved 
to a large extent by the fact that many 
items in the line have been sold for years 
either singly or by the hundred. Plated 
butts which constitute a large propor- 
tion of all butts used have been marketed 
by the hundred pairs and we had noted 
how much easier it was to figure the cost 
of these plated butts and how much sim- 
pler was the invoicing. 

We noticed also that in the electrical 
field practically all goods are sold by 
the hundred or by the piece, without any 
difficulty. 

It seemed only natural to apply to our 
entire line the up-to-date methods that 
were functioning so well wherever they 
were being used. 

Retailer Derives Most Benefit from 
System. 

Our observation has been that the re- 
tailer derives the most benefit from the 
decimal system, although the advantages 
to the manufacturer and jobber greatly 
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outweigh the disadvantages. The re- 
tailer finds it much easier to make up 
his orders in the decimal system, as he 
can figure the cost and selling price much 
more quickly. 

In figuring on contract schedules for 
builders’ hardware the advantage of the 
decimal system of pricing is most de- 
cided. The quantities of the various 
items are always given to cover the exact 
requirements of the building for which 
the hardware is intended. 

Anything that can be done to simplify 
the work of the man who makes esti- 
mates on contracts is worthy of serious 
consideration. Anything that will avoid 
detours and shorten the distance between 
the producer and consumer should. re- 
ceive serious consideration, and to our 
mind that constitutes the chief advantage 
of the decimal system of packing and 
pricing. 

The argument that it would tend to 
reduce the volume of retail orders, when 
looked at squarely, does not appear to be 
well founded. No doubt a dealer will 
often order ten articles instead of twelve, 
as in the old system, but he will also 
order twenty-five instead of twenty-four 
or fifty instead of thirty-six, or one hun- 
dred instead of seventy-two. In the 
final analysis, however, the volume of 
retail orders is determined not by the 
system of pricing or packing, but by the 
consumer’s demand. 


System Has Decided Advantages for 
Jobber. 


The advantages to the manufacturer 
or jobber are decided, although perhaps 
not so pronounced, as to the retailer. 
The cost of making the change, often 
involving the printing of a new catalog; 
the printing of new labels; changing the 
size of boxes and shipping cases, seems 
to be quite a stumbling block. Our com- 
pany held back for some years, thinking 
the expense would be almost prohibitive, 
but when we came to face the situation 
seriously, we found that many of the 
things which had appeared to us like 
stumbling blocks could in reality be 
turned into stepping stones. 

Our experience shows that there is a 
decided saving in the clerical work in 
handling orders and invoices priced in 
the decimal system. Much of the tedious 
figuring is eliminated. In the modern 
office invoices are generally checked with 
the use of calculating machines and it is 
much more simple to make these calcu- 
lations if the goods are listed in the 
decimal system. 

The cost accounting is much more 
simple as all piece work rates are figured 
per one hundred or per one hundred 
thousand and there is no need of making 
the detours at the end of the road to 
convert the cost per one hundred to the 
cost per gross or per dozen. 

Many jobbers have found it to work 
smoothly and efficiently. In fact, I am 
inclined to believe that as in everything 
else the more wholeheartedly the jobber 
embraces this method of pricing the more 
good he gets out of it and the less diffi- 
culty he encounters. 


A Step in the Right Direction. 


The old system of dozen and gross, 
together with the monetary system of 
shillings and pounds, are said to have 
originated in Germany and were wished 
on old England at the time of the Nor- 
man conquest and were passed on in turn 
by England to her provinces. Shortly 
after the formation of our government, 
largely through the influence of Alex- 
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ander Hamilton and Robert Morris, our 
country was freed from the use of the 
old clumsy ‘system of pence, shilling, 
guineas and pounds, but much like the 
uninvited guest the dozen and gross sys- 
tem of pricing has outstaid its welcome. 


If you wish to circularize a mailing 
list of ten thousand names you could do 
so if necessary without the aid of the 
multigraph. Your bookkeeper, if neces- 
sary, could dispense with his adding ma- 
chine. The old horse-drawn hack is still 
to be seen on Fifth avenue and if your 
time is of no value you might enjoy rid- 
ing behind old Dobbin, but if you really 
want to get anywhere you had best take 
a taxi. 

Hardware folks are a patient long- 
suffering lot. If you must. continue to 
burden. your office force, your stock- 
keeper and shipping department and 
those of the jobber and retailer, with un- 
necessary clerical and mental work, they 
no doubt will continue to bear it. But 
if you decide to rid your business and 
the marketing of your product from all 
unnecessary detours by adopting the 
decimal system you will make life more 
worth living not only for yourself but 
for all in the industry as well. 





Do You Know What Poisons 
You May Sell? 


An Ohio dealer sold a stranger a 
package of rat poison and was 
brought before the justice of peace 
the following day. He was fined 
$33.40 because of a State law pro- 
hibiting hardware dealers from sell- 
ing any poisons other than paris 
green and similar materials used for 
spraying purposes. These spraying 
materials must be sold in the origi- 
nal packages. In a recent issue of 
the Ohio Hardware Exchange, State 
Secretary James B. Carson cites this 
case and warns other members. 

It would not be amiss for deal- 
ers in other States to look up re- 
strictions on the sale of poisonous 
materials, in order to know definite- 
ly what poisons they are permitted 
to sell. 





Do You Know How Much 
Business You Lose Because 


You Do Not Sell Toys? 


In most communities toys are 
handled: largely by department 
stores, ten-cent stores, book and nov- 
elty dealers, and to a less extent by 
general stores, druggists and hard- 
ware dealers. When the average 
hardware dealer is approached re- 
garding the carrying of a line of 
toys he is apt to scoff at the sug- 
gestion: - Nevertheless, a casual ex- 
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amination of his regular stock will 
as a rule disclose that he has already, 
unconsciously, made a very sub- 
stantial beginning, and without 
knowing it, has engaged in the toy 
business. 





Since merchants, whether they 
wish to or not, must follow the mar- 
kets in their downward course it is 
but simple business and justice that 
the merchant follow them in similar 
manner in their upward tendency. 











| Coming Conventions 











Western Retail Implement and Hard- 
ware Association, Missouri Theater 
Building, Kansas City, January 15, 16, 
17, 1924. H. J. Hodge, Secretary-Treas- 
urer, Abilene, Kansas. 


The West Virginia Retail Hardware 
Association Convention and Exhibit, 
Huntington, West Virginia, January 15 
to 18, 1924. James B. Carson, Secretary- 
Treasurer, 1001 Schwind Building, Day- 
ton, Ohio. 


Mountain States Hardware and Im- 
plement Association Convention, City 
Auditorium, Denver, Colorado, January 
22-24, 1924. W. W. McAlister, Secre- 
tary-Treasurer, Boulder, Colorado. 


Kentucky Hardware and Implement 
Association, Louisville, January 22-25, 
1924. J. M. Stone, Secretary-Treasurer, 
202 Republic Building, Louisville. 

Indiana Retail Hardware Association, 
Inc., Convention and Exhibition, Cadle 
Tabernacle, January 29, 30, 31, February 
1, 1924. G. F. Sheely, Secretary, Argos. 

Illinois Retail Hardware Association, 
Hotel Sherman, Chicago, Illinois, Feb- 
ruary, 1924. Leon D. Nish, Secretary- 
Treasurer, Elgin, Illinois. 

Nebraska Retail Hardware Associa- 
tion, Lincoln, Nebraska, February 5 to 
8, 1924. George H. Dietz, Lincoln Ne- 
braska, Secretary-Treasurer. © 

Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Milwau- 
kee Auditorium, February 6, 7, 8, 1924. 
George W. Kornely, Manager of Ex- 
hibits, 1476 Green Bay Avenue, Milwau- 
kee. P. J. Jacobs, Secretary-Treasurer, 
Stevens Point. 

Michigan Retail Hardware Conven- 
tion and Exhibition, Grand Rapids, Feb- 
ruary 12, 13, 14, 1924. Karl S. Judson, 
Exhibit Manager, 248 Morris Avenue, 
Grand Rapids. A. J. Scott, Secretary, 
Marine City, Michigan. 

Iowa Retail Hardware Association, 
Des Moines, Iowa, February 12, 13, 14 
and 15, 1924. A. R. Sale, Secretary- 
Treasurer, Mason City, Iowa. 

The Pennsylvania and Atlantic Sea- 
board Hardware Association, Incor- 
porated, Convention and Exhibition at 
the Philadelphia Commercial Museum, 


Philadelphia, Pennsylvania, February 
12, 13, 14 and 15, 1924. Sharon E. 
Jones, Secretary-Treasurer, Wesley 


Building, Philadelphia. 

Ohio Hardware Association, Conven- 
tion and Exhibition, Cincinnati, Ohio, 
February 19, 20, 21 and 22, 1924.. James 
B. Carson, Secretary, 1001 Schwind 
Building, Dayton, Ohio. 
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New York Retail Hardware Associa. 
tion Convention and Exhibition, Febry. 
ary 19, 20, 21, 22, 1924. Headquarters 
McAlpin Hotel, and exhibition at Seven, 
ty-first Regiment Armory. John B 
Foley, Secretary, 412-413 City Bank 
Building, Syracuse, New York. 

New England Hardware Dealers’ As. 
sociation Convention and Exhibition 
Mechanics’ Building, Boston, February 
20, 21, 22, 1924. George A. Field, Sec- 
retary, 10 High Street, Boston, Massa- 
chusetts. 

North Dakota Retail Hardware Asso- 
ciation Convention and Exhibition 
Municipal Auditorium, Fargo, February 
20, 21, 22, 1924. C. N. Barnes, Secretary 
Grand Forks. 


Michigan Sheet Metal and Roofing 
Contractors’ Association, February 25 to 
28, 1924, Hotel Kerns, Lansing. T. FE. 
Eiderle, Secretary, 1121 Franklin Street, 
S. E., Grand Rapids, Michigan. 

Missouri Retail Hardware Association 
Convention and Exhibition, Marquette 
Hotel, St. Louis, February 26, 27 and 28, 
1924. F. X. Becherer, Secretary, 5106 
North Broadway, St. Louis. 


Minnesota Retail Hardware Associa- 
tion Convention and Exposition, St. Paul 
Auditorium, February 26, 27, 28, 29, 1924. 
C. H. Casey, Secretary, Jordan, Minne- 
sota. 

South Dakota Retail Hardware Asso- 
ciation and Exposition, Coliseum Build- 
ing, Sioux Falls, March 4, 5, 6, 7, 1924. 
C. H. Casey, Secretary, Jordan, Minne- 
sota. 

California Retail Hardware Imple- 
ment Association Convention and Ex- 
hibition, Civic Auditorium, San Fran- 
cisco, March 18, 19, 20, 21, 22, 1924. 
LeRoy Smith, Treasurer, 112 Market 
Street, San Francisco. 

Southeastern Retail Hardware ana 
Implement Association, composed of Ala- 
bama, Florida, Georgia and Tennessee, 
Convention and Exhibition, Atlanta, 
Georgia, May 27, 28, 29, 1924. Walter 
Harlan, Secretary, 701 Grand Theater 
Building, Atlanta. 

Hardware Association of the Carolinas 
Convention, Wrightsville Beach, North 
Carolina, June 17, 18, 19, 1924. T. W. 
Dixon, Secretary-Treasurer, 717-718 
Commercial Bank Building, Charlotte, 
North Carolina. 














Retaif Hardware Doing " ™ | 














Florida. 

The Proctor Hardware Company of 

Miami is being enlarged. 
Indiana. 

A deal has been completed whereby 
the Home Investment Company dis- 
posed of their hardware store at Vera 
Cruz to Samuel Hirschey. 

Michigan. 

A new hardwaré store, the Schaberg- 
Dietrich Hardware Company, has been 
opened at 319 North Washington Ave- 
nue, Lansing. 

Missouri. 

J. W. Packer and Son have sold 
their hardware stock at Adrian to D. 
W. Wright. 

Pennsylvania. 

L. D. Craft of Punxsutawney and 
Earl Bowers, of Bowersville, have pur- 
chased the J. O. Campbell Harware 
Store at Big Run. 
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Customer’s Problem Must Be Solved if Retailer 
Would Increase His Profits. 


Selling Goods on Basis of Convenience and Labor- 
Saving Should Be Aim of Every Wideawake Stove Dealer. 


OOKING beyond the actual 
sale is the outstanding princi- 
ple of modern salesmanship. The 
history of Lorain Oven Heat Reg- 
ulator was published in these col- 
umns not very long ago. In the be- 
ginning of that history we learned 
that the inventor had resolved to 
cut down the amount of labor and 
drudgery of his mother. This 
thought and resolution was gener- 
ated in the mind of a man who 
keenly observed the necessity of 
making woman’s work easier. With 
this in mind he set to work and did 
not: cease until he had devised the 
contrivance that would serve his 
purpose. This device is a success 
because it was conceived and built 
to serve a necessary purpose. 
Retailers selling stoves and heat- 
ers, as well as their accessories, can 
gain a valuable lesson from the prin- 
ciple upon which the success of the 
Lorain Oven Heat Regulator is 
based—service. 


How much more intelligently 
could the retailer represent his prod- 
ucts if he would go into his wife’s 
kitchen and set down on paper a list 
of the articles which he did not 
find there, but which would add con- 
venience and lessen the work of the 
housewife were she to supply her- 
self with them? The Lorain Oven 
Heat Regulator was not a success 
from a sales standpoint when it first 
came on the market, simply because 
it was something which the people 
knew nothing about; they had to be 
educated into using the regulator. 
That is true of every new product 
that has come into general use. Peo- 
ple have to be told what they should 
use and why, in what way will it 
benefit them ; these questions have to 
be answered before the product can 
hope to come into anything like 
general use, and if you are the first 
to tell them about it, why, it only 
stands to reason that your store will 
be rewarded for its initiative by 


showing a large increase in profits. 

Having compiled the list, the 
storekeeper could put it in shape 
and, together with a nice chatty 
letter, he could mail it to a selected 
list of his customers. The letter 
would, of course, call attention to 
the time and labor-saving features 
of the articles. 

There may have been a time when 
the merchant bought a stock of 
goods and then sat in his store 
placidly waiting for people to ask 
for what they wanted. To such a 
merchant, if he ever existed outside 
tradition, the actual sale was the only 
consideration, and the furthest limit 
of his mental vision. 

Nowadays, the merchant looks 
beyond the sale. His aim is to find 
out just what the customer wants 
and to sell it to him—even though, 
as a preliminary, it is necessary to 
persuade him that he does want it. 





Garland Stoves Make 
Unique Window Display 


in Chicago Store. 


Every retailer’s success is in di- 
rect proportion to his study of the 
customer’s problems and his ability 
to assist the customer in solving 
those problems. 


Pedestrians walking along Wa- 
bash Avenue, Chicago, were given 
a good treat in a display of Garland 
stoves and heaters. The window 
was perhaps twelve or fifteen feet 
long and eight feet deep. The back- 
ground and sides were arranged in 
the shape of a room and shut out 


“the view of the interior of the store, 


so as to concentrate attention on the 
stoves. 

In the. center of “room” and to- 
wards the back was placed a large 
cooking range with warming closet, 
etc. On either side of this were 
placed a smaller base burner, suit- 
able for making light fires or for 
burning wood. In the two extreme 
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corners set in a diagonal position 
were two hard coal heaters. The 
position occupied by these two heat- 
ers was such as to attract the at- 
tention of the pedestrian as he ap- 
proached from either direction. In 
the front were placed three or four 
small oil heaters. 


Here the retailer has anticipated 
every possible need in the way of 
stoves that the customer could meet 
with, and he has displayed the 
stoves to a very good advantage. 

It will pay you to study out an 
attractive arrangement or take ad- 
vantage of the help the manufac- 
turers are willing to give in making 
appropriate displays. 





National Stove Company 
to Erect $100,000 Addition 
This Fall at Lorain, Ohio. 


Erection of a $100,000 addition 
to the National Stove Company 
plant, Lorain, Ohio, subsidiary of 
American Stove Company, St. 
Louis, will be started this fall, con- 
struction to be completed by Feb- 
ruary 1. Thomas Rath is superin- 
tendent of the local plant. 





Death Calls Charles F. 
Diekmann, Treasurer Crescent 


Stove Works, November 4. 


It was with the most profound 
sorrow that we learned of the death 
of our esteemed friend, Charles F. 
Diekmann, Treasurer and General 
Manager of the Crescent Stove 
Works, Evansville, Indiana, who 
answered the final summons Sun- 
day morning, November 4. Mr. 
Diekmann was stricken with an 
acute attack of appendicitis a week 
prior to his death and underwent 
two operations, but the disease was 
so malignant in its character as to 
baffle the skill of his attending phy- 
sician. 

“Charlie” was comparatively 
young, only 43 years of age, and it 
may be said in all sincerity that he 
was held in the highest esteem by 
his brother stove manufacturers in 
particular and, in general, by the 
citizenship of his home city. Since 
early manhood, he had been actively 
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identified with civic, business, re- 
ligious and charitable institutions, 
and had ever been a most willing 
worker in any endeavor that had for 
its mission the uplift of his fellow- 
About eighteen years since 
he was instrumental in organizing 


men. 


the Crescent Stove Works, of which 
he has been Treasurer and General 
Manager since its inception. His 
home life had been ideal. 

He is survived by his widow, two 
young daughters, his mother, four 
sisters and two brothers. 





Make Your Advertising 
Copy Demonstrate 
Your Product. 

The day of passive advertising 
has gone forever. Competition for 
trade makes it necessary to do more 
than merely announce the fact that 
you are in business. You cannot 


Full- Line of — 








very good layout for a business 
card, but as an advertisement which 
has to compete with others selling 
the same article, it could stand a 
great deal of improvement such as 


suggested above. “A full line of 


heating stoves and ranges’’ does not 


mean much unless there are some 
prices quoted. 





$250,000 Left by W. H. Sard, 
Whose Death Occurred Last Week 
—Recipients Mostly Relatives. 


The will of William H. Sard, a 
former Chicago business man who 
amassed a fortune manufacturing 
stoves, and whose death was re- 
ported in our last week’s issue, has 
been filed by Attorney Brode B. 
Davis for probate, as reported by 
Chicago Daily News, November 7. 

Mr. Sard, who was a bachelor, 
left an estate estimated at $250,000. 


Heating Stoves and 


Ranges 


RALSTON’S HARDWARE STORE, 


EDINBURG, INDIANA 
Advertsing Should Do More Than Announce Your Place of Business. 


expect people to come into your 
store in preference to going to some 
other store if you give them no defi- 
nite reason for doing so. 


Why not make the best possible 
use of the advertising space for 
which you pay out good money? 
If you are going to advertise, and 
you're foolish if you don’t, pick out 
the prospects to whom you are going 
to make your appeal. Then select 
a message that will demonstrate 
your product and create an interest 
favorable to you. This can be done 
and is being done every day, but it 
requires a little study. 

The accompanying reprinted ad- 
vertisement, taken from the Edin- 
burg, Indiana Courier, may be a 





Relatives get most of the money. 
His brother, Granger Sard, of Al- 
bany, New York, receives $100,000. 
A nephew, Howard F. Simpson, of 
Los Angeles, and a niece, Miss 
Helen S. Hughes, of Wellesley, 
Massachusetts, are left $50,000 
each. Four children of Granger 
Sard are bequeathed $5,000 apiece. 


John G. Toomey, of Chicago, re- 


ceives $2,500, and the Reverend 
Johnston Myers, of Immanuel Bap- 
tist church, Chicago, $1,000. The 
Chicago Orphan asylum, the Bap- 
tist Old People’s home and the Chi- 
cage Home for the Friendless are 
left $5,000 apiece, the residue of the 
estate is to be divided equally be- 
tween the nephew and the niece. 
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For many years Mr. Sard was a 
member of the Rathbone, Sard & 
Company, Aurora, Illinois. Untij 
the Calumet club at South Michigan 
avenue and East 20th street yielded 
to the capture of Michigan avenue 
in the ’20s by automobile and other 
branches of business, Mr. Sard was 
one of its best-known residents. 








Fire Danege Foundry Bost- 
wick Stove Works, Lapeer, 
Michigan—Loss $40,000. 


Fire originating in the. cupola of 
the foundry unit of the Bostwick 
Stove Works, Lapeer, Michigan, re- 
cently damaged the building. The 
loss was estimated at $40,000. 

Be Honest and Happy, 
Believe in Nation—Schwab. 

The following short piece of ad- 
vice is indeed worthy to be read and 
passed on for the message it con- 
tains: 

Charles M. Schwab, Chairman of 
the Bethlehem Steel corporation, ad- 
vised members of the Bond club, 
New York, to be happy, contented, 
optimistic, “and prosperity and 
everything that is good will follow.” 

“Go through life smiling, and hav- 
ing a good time,” he said. “See the 
bright side of things; be optimistic. 
No good judgment ever comes un- 
less you are in a happy frame of 
mind. Your great troubles that you 
magnify disappear shortly like 
trifles in the air. 

“Make friends because you are a 
real fellow yourself. Live up to the 
maximum of what a good fellow 
is. I don’t expect you to be a 
‘goody’ fellow. Be a real fellow, 
above all, honest, straightforward 
and loyal to your friends, loyal to 
your country, loyal to your firm and 
those associated with you. 

“Put your heart in your business; 
carry your head in the air, believe in 
this country and believe in its de- 
velopment ; believe in its people and 
their integrity; believe that this 
country is going to be the material 
workshop of. the world; believe in 
the industries of the country, back 
them with your judgment and back 
them with your persuasion.” 
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Outlook Good for Substantial Business Volume; Financial 
Sentiment Improved, Resulting from Large Steel Earnings. 
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Non-Ferrous Metal Markets Firm—Copper 
More Active—Spot Tin Easy—Zinc Firm. 


OMESTIC developments are 

acquiring a more encouraging 
favor. Of these the unexpectedly 
large third quarter earnings and the 
extra dividend of the United States 
Steel Corporation, and the sharp up- 
swing of share prices have been 
most outstanding. Other factors of 
strength, less spectacular, but equal- 
ly significant, are winning recogni- 
tion through the recently enveloping 
gloom. 

Expanding demand for steel 
from the railroads, decidedly better 
agricultural conditions, signs of im- 
provement in the lagging oil and 
copper industries, buoyant cotton, 
well sustained employment, large 
consuming power and impressive 
financial health—these are all indi- 
cations of a fundamental soundness. 

The directors of the American 
Railway association announced that 
eight new records for freight move- 
ment, efficiency of operation and 
maintenance of equipment have 
been set since last spring when the 
railroads adopted their $1,500,000,- 
000 expansion program. 

Between January 1 and October 1 
it is stated 134,636 new freight cars 
and 2,693 new locomotives were put 
in service. A record was set for re- 
pairs, with only 5.46 per cent of bad 
order cars and 13.7 per cent of bad 
order engines. Total freight hauled 
set a record of 40,545,920 cars, in- 
creasing 18 per cent over the 1922 
and 10 per cent over the 1920 
periods. 

Average freight car daily travel 
reached 29.2 miles, or 4.7 miles 
above the previous record, and the 
average load was 511 tons per mile 
per day, exceeding 1922 by 31 per 
cent. 

Car shortages and embargoes were 
eliminated. Much new financing 


and increased codperation is planned 
for 1924. 


Copper. 

Sharp rise in the stock market 
last week, followed by a rise in 
London metal exchange prices, im- 
parted sentimental improvement to 
the New York metal market. 


Copper’s decline was checked 
and a recovery of % to % cent en- 
sued. The closing days of October 
saw a heavy business in copper done 
with American consumers who were 
covering against fall orders. 

Electrolytic advanced from 12.50 
cents to a range of 12.62% cents 
to 12.75 cents, delivered. Casting 
copper advanced to 12.37% cents to 
12.50 cents refinery, and was scarce 
at these prices due to lack of offer- 
ings of scrap and copper-bearing 
material. 


Tin 

The New York market opened 
with sellers asking % cent to % 
cent over the prices quoted at the 
end of last week. Straits for de- 
livery promptly or from steamers at 
dock was quoted at 41.87% cent, 
December at 41.87% cents to 42.00 
cents and January, February and 
March at 42.00 cents to 42.12% 
cents. There were bids by dealers 
at % cent to % cent below these 
prices, but sellers being impressed 
by the strength of the London mar- 
ket were not disposed to shade their 
quotations. 

Many of the dealers seem to be 
coming around to the belief held by 
the London operators that the con- 
sumption of tin is exceeding pro- 
duction and that prices can be 
driven to higher levels. They argue 
that the indifferent demand from 
consumers at present and the ab- 
sence of buying for the first quar- 
ter of next year, means that there 
will be a flood of buying later on 
and that the shortage of supplies 
will then be evidenced. 


Lead. 


The lead market has been firm 
with a good volume of business. 
Sales have been made on the basis 
of 6.45 cents and 6.50 cents, East 
St. Louis, for November shipment ; 
and 6.75 cents to 6.80 cents, New 
York, for eastern delivery. 


European consumption of lead 
continues heavy, especially in the 
manufacture of paint for use in the 
reconstruction work in the devas- 
tated portions of France. 


The St. Louis quotations for 
prompt, November, December, Jan- 
uary, 6.42% to 6.47% cents. 


Zinc. 


There is no export business pos- 
sible at present, and domestic de- 
mand is sluggish ; but in spite of the 
inactivity the market is firm in char- 
acter, producers not pressing for 
orders at current prices and some 
important smelting interests holding 
aloof at anything under 6.40 cents 
East St. Louis basis for prime 
western. 


The amount offered at 6.35 cents 
is limited and while the buying at 
that figure is correspondingly light, 
a considerable amount could be sold 
today at any slight concession. 

Quotation for prompt, 6.32% to 
6.37% cents; November, 6.32% to 
6.37% cents; December, 6.32% to 
6.37% cents; January, 6.35 to 6.40 
cents, East St. Louis. 


Solder. 
Chicago warehouse prices on 
solder are as follows: Warranted, 


50-50, 26.50; Commercial, 45-55, 
25.75, and Plumbers’, 24.50, all per . 
100 pounds. 


Bolts and Nuts. 


Business in bolts and nuts still is 
slow, with operations about 50 per 
cent of normal. No prospects of 
improvement appear in sight just 
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now. The needs coming out are 
urgent ones only and users have not 
yet reached the point of buying 
into the future. 


Sheets. 


The American Sheet & Tin Plate 
Company opened its books Novem- 
ber 1 on sheets for the first quarter 
of 1924 at unchanged prices, namely 
3.00 cents, 3.85 cents, 5.00 cents 
and 5.35 cents, base Pittsburgh, re- 
spectively, on blue annealed, black, 
galvanized and full finished auto- 
mobile sheets. So far the result has 
been nominal, only a few of smaller 
users closing contracts. 


The leading interest continues to 
operate at slightly above 86 per cent 
of sheet mill capacity. 

Independents are running from 
50 to 75 per cent, although some in 
the Mahoning valley district are 
making further curtailments this 
week. While these latter companies 
are expected to announce figures 
similar to those of the American 
company for the first quarter, a few 
probably will continue their policy 
of taking what business is offered in 
black and galvanized at $2 to $3 
per ton less. 


Tin Plate. 


On opening books November | 
for tin plate business for first half 
and since that time, the makers have 
been active in taking orders for ship- 
ment next year. Some involve large 
tonnages for leading canmakers. 
While not all the contracts have 
been written or recorded, enough is 
in hand to assure it tonnage for. all 
its mill through first half of next 
year. 

Since July, August and Septem- 
ber, the good booking months, al- 
ways take care of themselves as far 
as tin plate orders are concerned, the 
tin plate business promises to con- 
tinue for practically all of 1924 as 
prosperously as in 1923. 

The American company had some 
engine difficulty at one of its tin 
plate plants which reduced its oper- 
ating rate to 89.5 per cent last week 
but this temporary loss has been re- 
gained and the rate this week is in 
excess of 90 per cent. 
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The leading interest has all it can 
do on a 90 per cent operating basis 
for the remainder of the year. In- 
dependents are also favorably situ- 
ated for the closing months of 1923, 
and are opening their books for first 
quarter on the same basis. The 
market is unchanged at $5.50 per 
base box of 100 pounds, Pittsburgh. 


Old Metals. 


Wholesale quotations in the Chi- 
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sidered as nominal, are as follows: 
Old steel axles, $16.00 to $16.50: 
old iron axles, $24.00 to $24.50: 
steel springs, $18.50 to $19.00; No. 
1 wrought iron, $12.00 to $12.50: 
No. 1 cast, $16.75 to $17.25, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pounds: Light copper, 8% cents; 
light brass, 5 cents; lead, 4% cents: 
zinc, 344 cents, and cast aluminum, 


cago district, which.should be con-"*~15 cents. 


Lower Pig Iron Prices Bring Out Many In- 
quiries—Buyers Continue To Wait. 


Chicago Iron Now At $24, With Business in Small 
Lots—No. 2 Foundry $21 to $22 Birmingham. 


HE situation in the steel in- 
dustry little 
shanged. 

“Railroad buying in a large way. 
which apparently is the immediate 
key to the future of steel conditions, 
shows more signs of being borne 
out,” the Iron Trade says. “An in- 
creasing number of orders was 
placed for equipment and miscel- 
laneous requirements and added 
notably to pending inquiries. Other 
buyers are acting cautiously and ex- 
cept in spots the market is not ex- 
panding.” 

“Steel production has 
down, but the closing of the gap 
between shipments and booking has 
had little effect on prices,” the /ron 
Age says. “Business is largely for 
early delivery and its volume proves 
that consumption rather than re- 
stocking is a fact. 

“Pig iron production fell off less 
than 21% per cent from September, 
being 101,685 tons a day in Octo- 
ber, compared with 104,184 tons a 
day in September. While the Octo- 
ber rate is the lowest for the year, 
it is higher than any month in 1921 
or 1922.” 

Although moderate interest con- 
tinues in northern pig iron the price 
is weaker at Chicago and $24 now 
is maximum. Buyers are able to do 
$23.50 without great difficulty, and 
it is probable that $23 will be done 
All business is in small lots. 


appears to be 


slowed 


soon. 


Two sales of 500 tons of malleable 
each to a Michigan melter are noted. 
A northern Illinois melter is in- 
quiring for 1,000 tons of foundry 
iron for the first half and it is prob- 
able $23 to $23.50 will be quoted. 

A railroad is seeking 200 tons of 
low silicon, malleable and bessemer 
grades. Activity in southern iron 
still is negligible. It is rumored 
$18 is possible, but this lacks con- 
firmation, and $19 to $20 still de- 
scribes the market. 

An inquiry is out for several hun- 
dred tons of silveries. The recent 
reduction of $2 has not given this 
market much stimulus. Iron is 
weak, going at $20. 

Southern furnaces are booking 
many small lots. The aggregate is 
improving and some companies find 
bookings equal production. Quota- 
tions are firmer, but concessions of 
50 cents to $1 continue. 

No. 2 foundry is quoted at $21 
to $22, Birmingham, for local con- 
sumption. It is understood silicon 
differentials are -still being allowed. 
No southern sellers will admit a $19 
or a $19.50 base. No big business 
has been booked here recently, but 
expectation is probable large sales 
had a good effect. Some hope is 
expressed that the visit to the dis- 
trict week after next of officials 
and directors of the United States 
Cast Iron Pipe & Foundry Com- 


pany. 
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Terne Plate 
Specialists [ 


Since the beginning 
of the industry in 
this country. 


Write for samples. 


being our standard. 





Our 
Brands 


shown here ranging 
from 40 to 8 pound 
have proven their 
unusual lasting qual- 
ities by years of 
actual service. 





A LARGE stock of all brands always carried in stock for immediate shipment. 
Also manufacturers of “Osborn Quality” Gutter and Conductor, 28 gauge 


Let us quote on your requirements. 


THE J. M. & L. A. OSBORN CO., CLEVELAND 


Sheet Metal Workers’ and Furnacemen’s Supplies 











PERFORATED METALS 





be a = page iil: = 
All Sizes and Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Screening, Ventilating and Draining 
EVERYTHING IN PERFORATED METAL 


THE HARRINGTON & KING PERFORATING 








FR" S649 FILLMORE ST.-—CHICAGO. ILL..U. S. A.* gf 
. “NEW YORK OFFICE 14 LIBERTY ST. coors 











Steel Ceilings 
Side Walls and Cornices 


Only first quality material used 
Many neat designs of character. 


Write today for our complete cata- 
log giving descriptions and prices. 


THE W. J. BURTON CO. 








J . J >. J 
eee Penske Dla. ~Detroit, Michigan 





Were your last sheets 


SOFT ? 


Inland 
Open Hearth Galwanized 


Inland 
Open Hearth Box Annealed 


Inland 
Open Hearth Blue Annealed 


are soft and workable 
and INLAND COPPER 
Alloy Quality insures 
LONGER LIFE. 


INLAND STEEL COMPANY 


38 South Dearborn St., Chicago 
Works: Branch Offices 
Indiana Harbor, Ind. Milwaukee St.Louis 


























Chicago Heights, ILL. St. Paul 













































Current Hardware and Metal Prices. 
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is the only 


publication containing Western Hardware and Metal prices corrected weekly, 


——_——__ 





METALS ~ 


PIG IRON. 
Chicago Foundry... 23 50 to 24 00 


Southern Fay. No. 









































aeiceeil ake RO 25 01 to 26 01 
a a Sup. Char- 
2m ag cae 29 04 
Malleabic eee ae 23 50 to 24 00 
+ FMT TE 
Per Bex 
10 x26 112 sheets $12 45 
x i caeecassies. ae a 
1éxge 56 sheets if 67 
feexx iis if at 
Ig 20x28 112 sheets 27 50 
Ix Peeples 29 86 
xx 20x28 66 sheets 16 15 
xx  plerereme: T 
ME | Dc cacececs 18 25 
TERNE PLATES. | ™ 
er Box 
{C 20x28, 40-Ib. 112 sheets $25 60 
x 20x28, 40-Ib. “ “ 3 50 
8, 30-lb “ 21 50 
Ix 8 30-lb “ 24 70 
TC 20x28, 25-lb. “ y 20 80 
IX 20x28, 25-lb “ 3 ** 23 70 
IC 20x28, 20-lb “ 3“ 18 30 
IV 20x28, 20-lb “ 8 “ 21 15 
tc 20x38. 15-b “  * 17 05 
Ie 30 x38. 12-lb “ 15 75 
20x28, 8-lb “ “ 14 05 


COKE PLATES. 


Cokes, 80 Ibs., base, 20x28.$13 85 
Cokes, 90 Ibs., base, 20x28. 14 10 
Cokes, 100 Ibs. base, 20x28. 14 45 
Comes, 107 Ibs., base, IC 
a cBode thee tinned 14 85 
Cokes. 135 Ibs. base, IX 
a re a in 17 40 
Cokes. 155 ibs. base, 56 
I i aes che tla ac oo 9 75 
Cokes. 175 Ibs. base, 656 
ER ie TE 10 65 
kes. 195 Ibs. base, 56 
eee ore ee 11 70 


BLUE ANNEALED SHEETS. 
Se seoncsecad per 100 Ibs. $3 


ONE PASS COLD RO 
BLACK. oe 


re per 100 Ibs. $4 50 
ee 2 eee per100 Ibs. 4°55 
No. 26 ceawenemne per 100 lbs. 4 60 
No. 7 per 100 Ibs. 4 65 
No. 28 wae cna per 100 lbs. 4 70 
a a per 100 lbs. 4 75 
- it GALVANIZED. 
Pk: Mibadche sewed per 100 Ibs. $5 10 
No. 18-20 vege eee per 100 lbs. 5 25 
aS | ee per 100 Ibs. 5 40 
26 canetee cal per100 lbs. 5 55 
oa + c<0-040ee per 100 Ibs. 5 70 
ze. PES: per 100 lbs. 5 85 
m Meeessencese per 100 lbs. 6 35 
BAR SOLDER. 
Warranted. 
Sear are: per 100 Ibs. $26 50 
Commmevetal. 
ree per 100 lbs. 25 75 
Plumbers ....per100lbs. 24 50 
ZINC. 
| rere rin + Lite $6 35 
SHEET ZINC. 
pacts lets, stock, 100 Ibs... 11 00 
ess than cask lots, 100 Ibs. 11 50 
BRASS. 
Sheets, .Chica be 
Mill Base oy Ayia! > 
Tubing, brazed, base. ‘25e 
gia dra eee 17%e 
COPPER. 
Sheets, Chicago, base....... 20%e 
Ree ere. 19%e 
Tubing, seamless, base...... 23c_ 
Wire, No. 9 & 10 B. & S. Ga. 
Be ee ee ee na 17% 
Wire, No. 11,B.&8S.G 17%e 
LEAD. 
Depenee BE | Faw dccdeakeds 7 45 
| ash ee heel ee ea eae eae 8 45 
Sheet. 
Full Coils....per 100 Ibs. 10 75 
Cut Coils..... per 100 Ibs. 11 75 
TIN. 
ne 4 b.dekorae per 100 Ibs. 42%c 
Bar Tin .....<. per100 lbs. 44%c 





HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR HEATER 








FITTINGS AND ACCES- 
SORIES. 
ADZES. 
rs’. 
WASCOMS ccccccccccccccccc cet 
WIRES wcccccccccccccccces Net 
appease. 
Shells, Lea 
Loaded = lack a Deweer 18% 
iagced okeless 
Powde: ere 


Winchest 
Smokeless Repeater 
ty cecaeseee +00 BO & 4% 
Smokeless Leader 
MEE ccescocccccecsne 
Black Powder .......20 
U. M. C. 
Nitre Club 
ssrew anne 
New Club 
Gun Wads—per 1000. 
“Winchester T- 3 gauge 
-10 gauge 108 
” 11-28 gauge 10& 


8343 


ASBESTOS. 


Paper 7 to 1/16.......6¢ per 
Rollboar 27...--a > 
Millbeard: 2/32 te goo ae per Ib. 
Corru — a per ¢ 


© roll wae} 00 per roll 
AUGERS. 
Bering Machine.......... 40210% 
Carpenter’s Nut .......+-++++ 50% 
Hollow. 
Stearns, We. 6 GOB... cece -+.$11 60 


Post Hole. 
Iwan’s Pest Hole —s we a5% 
Vaughan’s, 4 te 9 in.....$15 


= 


vie 5 Guat. Sing 
(unhandled. 3 te 


? ae per doz. pee 
Good uality, Single 

Bitted, same weight, per 

GOR, ccccccccccccccccecce 00 

BARS, CROW. 

Stesl, 4 £8... 20 BWrecccccccees BF 
Steel, & £t.. 18 Wi ccccccoes 1 40 
Pinch bars, 

Ces Ge BO Divccccccccceee 3 @ 
BARS, WRECKING. 
V. & B. NO@. 18...cccccseee $0 34 
V. & B. NO. 36. ccccccccece 0 43 
V. & B. No. 324...... -- © 87 
V. & B. NO. 30... .cccccess @ 48 
V. & B. Ne. 880. ..ccccccess 0 63 
BITS. 

All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 27 
Screw Driver, No. 1,  /—7 16 
Reamer, No. 80, each... 41 
Reamer, No. 100 each. 41 
Countersink, No. 13, each. 20 
Countersink, Nos. 14-18 each 27 


BLADES, SAW. 


Atkins 30-in. 
NOB. cccces 


Wooden 
Patent 


BLOW TORCHES (See Firepots). 
BOARDS. 
Stove. Per Doz. 
Crystal, 33” ........+... 28 90 
Wash. 
No. vee. Banner Globe 
(ai scocscei eam $6 25 
Globe 
a 6 75 


0. 
ai penned oz. 
, ngie) Brass Keir 
8 26 


No.’ "860," Stngle— 


lain 
Pump . 


BOLTS. 
Cazriage. Machine, ete. 
age, cut thread, %x¢ 
and sizes smaller and 
te asamies wen CS 
Carriage sizes, ‘larger and 
smaller and shorter... .40-10% 
Machine, %x4 and zes 
smaller and shorter..... 50-10% 
Machine, sizes larger and 
sao than %x4......50-2%% 
Stov eseececooceceoeece Vem 
BRACES, RATCHET. 
V. & B. No. 444 8 in.......$4 54 
V. & B. No. 222 : censae Tan 
Vv. & B. No. 111 8 in....... 3 55 
V. & B. No. 11 8 in....... 3 62 
BRUSHES. 


Hot Air Pipe Cleaning. 
Bristle, with handle, each $0 85 


Flue Cleaning. 
Steel Only, each......... -$1 25 
BURRS. 
Copper Burrs only........-+- 40% 
BUTTS. 
Steel, antique copper or dull 
brass finish—case lots— 
3% x3%—per dozen pairs $3 48 
4246 cccce 474 
Heavy Bevel steel inside 
sets, case lots— 
cecces -.+--per dozen sets $8 60 
Steel bit keyed front door 
GOEM, GREM ccccccccccece. 3 OO 
Wrought brass bit keyed 
front door sets, each.... 4 00 
Cylinder front door sets, 
GE eéaseccdccscascesen OCW 


CEMENT, FURNACE. 
American Seal, 5 Hy, cana, net $ 
ct) iT) 2 


” and 38 Ib. cans, * *« 2 00 
Asbestos, 6 Ib. cans 46 
Pecora..........per 100 tbe. 7 61 

CHAINS. 
Sher. Steel Safety Chain. 
500-ft. coil, per ft...... .02 
100 to 600 ft., per ft.... .02% 
Less than 100 ft., per ft .03 
Iron Jack Chain. 
Box (12 ydae.)...e--eee-s 45 
CHIMNEY TOPS. 

Iwan’s Complete Rev. & °% 
ih. caseeumesteocouneenses «4 
Iwan’s Iron ‘Mountain “eniy. 35% 
Standard ...... ae fe 
CHISELS. 

Cold. 


V. & B. No. 25, 4% in.,each $0 26 
V. & B. No. 25, % in., each 41 

D -—— Point. 

. & B. No. 65, % Peooees @ 31 

’ @ B. No. 55, % in..... © 48 


Firmer Bevelled 

Nose. 

B. No. 65, % in..... 0 29 

B. No. 65, % In..... 0 40 
Socket Firmer. 


% in..... 
% im..... 


® 31 


B. 
6 57 


No. 50, 
No. 50, 


CHUCKS, DRILL. 
Goodell’s, for Gooteits Screw 
Drivers less 35-40% 

Yankee, ew 
Drivers 


CLAMPS. 
Adjusta 
No. er Door (Stearns) 
th ~ 6ecceadeseesceces $22 00 


Carpenters 
Steel Ber. -List price plus 20% 


‘one. 
Gherman’e brass, %-inch 


ee 


0 48 
1 20 


CLINKER TONGS 


Front Rank, each.. 
Per doz. 


CLIPS. 


Damper. 
Acme, ag tail pieces, 


Rivet tail ‘pieces, 00 ft 
doz. 


Non Rive 
per 
COPPERS—-Soldering. 
Pointed Boofing. 
Ib. and heavier....per Ib. 
3% Wau nccccccccccccses en 


4 

’ ee) See eecees ped 
1% ID. ccceeeeccceeees pes 
. 3 


tt 
o Ube 
400 
CORD. 
No. 7 Std. per doz. banks. .$1¢ 
No 8 “ = = - ih 


CORNICE BRAKES. 
Chicago Steel Bending. 
Noa. 1 te 6 Becccccccccce ME 
COUPLINGS, HOSE. 
BFASS. 2c cccces -+++-per dos. $2 3% 


CUT-OFFS 


Kuehn’s Korrekt Kutoffs: 
Galv., plain, reund or ore. 


Standard gauge .......... 
Se GED énesecccenncensen 10 
DAMPERS. 

“Yankee” Hot Air. 

7 inch, each 20c, doz......$1 1% 

= * 86e, “ ....98 

9 ” © Be @ «kcal 
10 “ “ $20, “* ......80 
Smoke Pipe. 

7 Qaeth, GOO... <cccccccssse $ % 

. = eae o0ensaene Se 

ae P ccccseese oocce Om 
10“ Se TTITTTTEE cone 
= * * -eenenewees eves 
Reversible Check. 

8 inch, each.......-.. oaeae 
9 ”  59ccteescokeuan 
DIGGERS. 

Post Hole. 
Iwan’s Split Handle 
(Bureka) 
4-ft. Handle...per doz. $14 0 
7-ft. Handle...per dos. %¢ 
Iwan’s Hercules pattern, 
DOF GOB. cccccccccsccees 14 90 
DRILLS. 
Vv. & B. Star, 12-inch Length. 
4: 6/16 6 and %, each....$ 
a” ME. ovoscesesecenuans ane 
1, GBOR .ccccccccece osecee al 
BE. GOO. occcsecesecetan le 
Vv. & B. Star, 18-inch Length, 
6/16 and %, each....... $ 3 
» CBC .ccces seseces coon 
1, C@CN ...ccerecccccceees 6 
BM. GBER cccccccccccccces 1 6 
EAVES TROUGH. 
eee. 
Galv. Crimpedge, crated. . * 116% 


ELBOWS—Conductor = 
Milcor 
Galv., 
round fiat 
Crimp, Std. gauge....++++: 65% 
26 Gauge 40% 
24 Gauge 
Square Corrugated. 
Milcor ......cesecersess 
Standard gauge ....-- aaa | 
26 gauge e 
Portico Elbows. 
Standard Gauge Conducter Pipe. 
plain or corrugated. 


Not nested 
Nested solid 


ELBOWS—Stoeve Pipe. 
1-piece Corrugated. Unifo 
OT 
6-inch PRET eee : 
7-inch 


eoeesesesseeeseeseere® 


eoeeseeereeeeeet 


Special Corrugated. 
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. Leaders and Gutters 
y Quality & Beauty | 
¢ IN Made From Horse Head Rolled Zinc | 
: ART METAL CEILINGS last a life-time 
AND N 
® The NEW JERSEY ZINC COMPANY 
SIDE WALLS The NEW JERSEY ZINC COMPANY 
UALITY- ly first qualit terial is used ki . Mi ve 
FRIEDLEY.VOSHARDT ART METAL CEILINGS Aung ria the the bene Ban Ge 
"4 SIDE WALLS. CLEVELAND: The New Jersey Zine Sales Co. 
ie BEA UTY—is necessary for the complete and lasting satis- SR TREES: ‘Ths Mew Suny Shs Sle Ge. 
” faction of your customers. The World’s Standard for Zinc Products 
Having one of the finest equipped sheet metal plants in 
the country and employing only skilled workers enables us 























to serve you with QUALITY goods having the BEST 
DESIGNS. 


Write Today for Catalog No. 33 


FRIEDLEY-VOSHARDT CO. 


OFFICE FACTORY 
733-737 S. Halsted St. 761-771 Mather St. 


CHICAGO, ILLINOIS 
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CORTRIG 


METAL SHINGL 
Hand-Dipping Gives Shingles a Heavier Coating 


These shingles are first formed of prime roofing 
tin. Then each is dipped separately in a bath of 
molten zine. Edges are covered as well as sides, 
We also make shingles from tight-coated sheets 
and of tin. The latter we paint red or green as 
preferred. 

If you are not familiar with Cortright Meta) 
Shingles we will be glad to tell you about them 
and to send our booklet concerning that roof. 
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i CORTRIGHT 
Philadelphia 
it) 
i) 
ue CONTINUOUS EXHAUST 
" ECAUSE of their scientific design Arex Ven- 
B tilators exert a powerful siphonage action at Have you seen 
alltimes. They have no pout are storm- 
Farge mits with more pro are youre with Arex THE BIG VENT 
Write for catalog, prices and discounts. 
TH THE GREAT PULL 
“ AREX COMPANY ie egyraipenig sine 
90 J.C. Kernchen, Pres. 


ALOLUS 
VENTILATOR 


RIGID — STRONG — DURABLE 


1581 Conway Building Chicago 


THE ORIGINAL SIPHONAGEAVE 








ssss sree 























Made in all sizes of ‘Ther cs ennai af 
10 page catalog of Books Sait teeth Dam mundly wet 
The front page of this catalog fella you how to ZZOLUS DICKINSON CO. 
postal sequess today. Seok Bayt. waa ee ILLINOIS 
A AMERICAN ARTISAN AND HARDWARE RECORD StR.SEES South Tetaphonet Lateyette 5063-0063 
620 South Michigan Avenue Chicago, Illinois 











iy away with high stacks, swings freely in the 
slightest breeze and positively cures down-drafts. The 


F THE 
3 strongest and most efficient combination to be had. Has 
no equal for chimney purposes. All jobbers sell them— 
write your jobber or us for prices and catalog today. 
4 1 Manufactured by 


VENTILATORendCHIMNEY CAP —- STANDARD renee FOR CO. 


om 
RX 
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" VIKING SHEAR 

f Compound LEVER Handle — Removable Blades 

os. A child can work them 

i‘ ite teha ote VIKING SHEAR CO., Erie, Pa. 
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Uniform, Collar AAjestabie. 


Oz. 
6-inch eeeeeeeeee 0604aecenu ae 
6-inch o6cesesencesenscoscese IE 
7-ineh 3 60 


WOOD FACES—50% off list. 


FENCE. 
piste Fence eccccecccccece a 


FILES AND RASPS. 
ye ON A oeiieeeed oceeee se 65-5% 
Am -5% 


Nicholson 
Ree ee 
FIRE POTS. 
Ashton Mfg. Co. 
Compiete line 

Firepots and Torches... 

— Bernz Co. 
1 Furn. Gasolene with 
tar e rg 1 gal.....$ 6 75 
Furn. ‘Kerosene, 1 3 


gal. 
Nou 10 Brasier, Kerosene 
r G lene, 10 + 999 
‘orch, Gaso — vd 
Kerosene, ‘1 
= a. Torch, 


52% 


47 62 


pt. 

Clayton ry Lambert's. 
East of west boun 
Province of Manito Canada, 
No. Dakota, So. ota, Ne- 

Oklahoma, a 


ry line of 


rest tof ‘above beundary line: 48 


Geo. W. Diener Mfg. Co. Ea. 
No. 02 Gasolene Torch, 1 
GE. _ cccceseorvose ee 5 55 
No 0250, Kerosene or 
Gasolene Torch, 1 qt.. 7 50 
o. 10 Tinners’ © 
Square tank, 1 gal.. 12 606 
o. 15 Tinners’ Fu 
Round tank, 1 gal 12 00 
> e 
ED sscatecdcanes 60 
No. 110° "automatic Gas 
Soldering Furnace ..... 10 60 
Double Blast Mfg. Co. 
Gasolene, Nos. 25 and 35...60% 
Quick Meal Stove Co. 

Vesuvius, F.O.B. Louis 30% 
(Extra Disct. for large 
quantities) 

Chas. A. Hones, Inc. 
Mueser We. © ccccccce ---$ 9 00 
= ” Setesaneeue 12 00 
= we Seatenkweos 18 50 
2 Oo Oe cevsces cocoe SOO 
= 7 GE cesccoseces 19 00 


FREEZERS—ICE CREAM. 


GE ccecveccoecceceane $2 95 
7 ME <esepedesecncruee 45 
ME Keeccceneescceece 4108 
w *- sSeuntain 
onesceedsaetesace $3 6e 
omaet neha cwEates taka 490 
S Gee 6ennedsencsedesee 6 7e 
GALVANIZED WARE. 

Pails (Competition), 8 qt....$1 89 
DL, dctbuaheinaasceanwun 215 
DE. .cibeebantaeeeoneacek 2 35 
| RE a I RN 2 66 

Wee tate, BRR Biccssece ° $$ 75 
No. 3 ee eeenecesnaee 8 75 
GARAGE DOOR HARDWARE. 

Ge cedcdvcssiossenes All net 

GA 

Marking, Mertise, etc....... Nets 

Wire. 

WOES csdvcedaccccccccs 25% 
GIMLETS. 
Discount --656% and 10% 


GLAss. 
jo _Sireagea, A and 7 


85% 
Double Strength, A, all deed 4% 


aecgee seoccees 6 WH 
8-lb. 24 to case, 

ecbevececccce 7 80 
se is case, 

* PPTTTTTTI TTT 7? 20 
10- per dozen.. 10 40 
34 -Ib. per dozen.... 80 
=£4y% tine ner dozen.... 19 0 











HAMMERS, HANDLED. 
All V. and B. Bach, net 


Blacksmiths’ Hand, No. @, 
36-05. .ccccccceccecseccs + $1 


Engineers’ No. 1, 26-0z..... 1 00 
Farrier’s, No. 7, 7-08....... 93 
Machinists’, No. 1, T-os..... 78 


20-os. 
ecccee 3 
16-oz., 

GOED cccccccccsece escoe 8 
Vv. & B., No. 11%, ‘I6-oz. 


Nall. 
he onal 41, 


GRO cccccsescccocces 1 @4 
Garden City, No. 111%, ié- 
CB. GROR cccccccccece 87 
Tinner’s govetins. No. 1, .- 
OB., GBOR .cccccccccscces 82 
Shoe, Steel, te. a. sion. 
GRE wesesdccescccccoseses 66 
Taek. cccccccccss 
Magnetic. 

No. 6, 4-oz., each...... 72 
HAMMERS, HEAVY. 
PRED cocccccccecs cocccce MO 

Mason’s 
Single and Double Face... .50% 
HANDLES. 
Axe. 
Hickory, No. 1. per, doz. 4 00 
Hickory, No. es 3 00 
lst quality, seeond growth 6 00 
Special white, 2nd growth 6 00 
Chisel. 
Hickory, Tanged, Firmer 
Assorted ........ r dos. 65c 
Hickory, Socket, rmer, 
Assorted ........ r dez. 70c 
WHO. cc cccceccccese per dos. $1 20 
Hammer and Hatchet. 
Ne. 1 per GOB... ccscerce "ed 90 
Secon ‘srowth hickory, 
DOF GOB. .ccccccccccccecs 1 60 
Soldering. 
Se U sacanteansedeeddd $2 40 
HANGERS. 
Conducter Pipe. 
Mileor Perfection Wire....25% 
Eaves Trough. 
Steel hangers ..........+-++. 80% 
Triple TeRsccccoces «+10 
Milcor pee bE 1 | 
Milcor Wire......s00. 
Mileor Milwaukee BExtension.16 
lleor $i (galv. after form- 
PPE vee 
Miley Reifeck E. T. Wire 
WARE GOED cccccecccccccsecs 40% 


HASPS. 
Hinge, Wrought, with staples, Net 


HATCHETS. 
Vv. and B. Supersteel. Each 
es BD, BeOS. ccccs $1 43 
£ Re & > BEeEBecccccce 1 26 
~q Miibesecces Bae 
Ne. t 19-o8..... coo BOE 
File ing, No. 1, 20-0z..... 43 
Shingling, No. 1, 17-oz.. 1 20 
Lathing, No. 1, 1-08 becoe 1 20 
Lathing, No. 2, 17-o2..... 1 36 
Vanadium Steel. 
Half, No. 62, 22-oz....... $1 82 
ba Pattern Lathing, 
row, 19-O08.......+-+.- 2 29 
HINGES. 
Heavy Strap, in Bundles. 
4 inch, dozen pecccccocth 28 
6 ad eeeeeeeee i 67 
6 - pod © ecccece oo 3 
.. = © c0enees - 8 81 
Extra Heavy T in Bundles. 
4 inch, dozen DPBcccccccecSh V6 
5 bat . eeeee ; os 
. = o ?  sedGn0éee 
[ss sen 
HOES. 
GDamGe cvvccevccsscdecsscece Net 
HOOKS. 
Box. 
Vv. and B. No. 9, each....$0 26 
nag 
rect “Drive” Wrought 
Iron for wood or ck 16% 
Cotten. 
Vv. and B. Ne. 8, each... 24 
Hay. 
Vv. and B. Ne. 1, each.. 2 
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Bar Meat. 
Vv. and B. No. 26, %”, 
@BOR ncccccces ecees 09 
Vv. ame B. No. 23, %*, a 
Screw oo 
V. and B. No. 2, per gro. 6 60 
Butchers’ “8.” 

V. and B. No. 6, each.. 08 
V. and B. No. 8, each.. 11 
HOSE. 

Per. Ft. 
22. 2 ply molded. .9%c to 13%c 
-in. co eecccccee ec to 106 
%-in. wrapped ...... 18%c 
HUMIDIFIERS. 
“Front-Rank,” Automatic. 
In single OE tpae eee 0% 
In lots of 10 or more... .60-5% 
In lots of 25 or more. . 60-10% 
Vapor pans, etc., each.. 50% 
IRONS. 
Sad. 
Genuine Mrs. Potts, nickel 
plated, ST B.ccccccee Gl 55 
Asbestos No. 70, per set. 2 10 
Asbestos No. 100, per set. 2 30 


E. C. Stearns’ 
= = pe Corner, doz. sets $3 se 
°. 


4 
KNIVES. 
Butcher. 
Begshweed Handles, 6-inch % 
Beechwood ‘Handles, : inch 
Beechwood Handles, 8-inch 
WERED cccccccvcgscoocecs 25% 
Ceooper’s Heop. ............:. 25% 
Drawing. 
oe eer rt 26% 
DD. cvccacaeoocseve 25% 
Barton’s Carpenters’...... 25% 
Hay. 
Iwan’s Solid Socket........ 25% 
Hleath’s ...cecsees ecccce 25% 
Iwan’s Sickie Bdge. : tin 0 25% 
Iwan’s Imp’d Serrated....25% 
Hedge. 
Challien J ee 25% 
Te TOR. Beccccccccess 25%, 
Putty. 
DR. cccasheucwawes. cual 25% 
ED «Kasddeweescccnees 25% 
Scraping. 

Beech Handles ........... 25% 
BD ceseccceccccescees 25% 
KNOBS. 

Mineral ........ per doz. $2 00 
WOSGGEEED cocccece pas 2 00 
WS covcceeessees - 2 00 
LADDERS 
Gommon, SP Ghescdescccee 28c 
Common, with Shelf, add 10c 
EMD ecececccesncocecocesceetee 
Challenge, 6 to 9 ft....... + -55c 
SP WD Be Cinwcccoenvescceces 60c 
Kant-Break, per lineal ft...75c 
LANTERNS. 
Per doz. 
Monarch tin, het biast....$ 8 25 


Diets No. 3, cold biast..... 13 00 


Best tubular .....eeesee0% 8 25 
Competition lanterns No. . 
GHP ccccccccccccceces 6 90 
LAWN MOWERS 
UB<§MER ccccccccsccccseccces $5 20 
DODBGR cccccccccccccccccess 6 85 
Ball . 
4 ttade, adjustable bear- 
wer vebedsiecee eebabewanss $7 50 
> -ckednedahedenaaeseees 7 80 


LEATHER BELTING. 


From No, 1 Oak Tanned Butts. 
Extra heavy, 18-08.........35% 


Heavy, 16-08.......++-+6-- 40% 
Medium, 14%-os. ......... 40% 
Light, 18-08, ... ccccceees, 50% 


LEATHER LACING. 
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LEVELS. 


Disston, No. 28 Asst........$83 95 
No. 23, Hy cach 30 
a 0. 22, ’ 
angele, 6 ae 
- No. : in 
- No. 2 Asst......... 18 
“ 94-26 In, each:.:: 1 
” 28-80 in., each.. 10 
LIFTERS. 
Stove Cover. 
Coppered ....... per gro. $€ 0 
pO rere o 4% 
LOCES. 
Barn Door. 
No. 60 Stearn’s..per doz. $11 9 
Ne. 80 - - 20 0 
MALLETS, 
Carpenters’. 
Fibre Head No. 2, per doz. $12 0 
oe No. 3, Ty 15 60 
- No. 3%, “ 20 60 
Round Hickory 
eeeeees per dez. $3 00— 65 0% 
Tinners’. 
ee per doz.$2 2% 
MATS. 
Door. 
National Rigid....5 & 10 & 5% 
Acme Steel Flexible........ 664% 
MITRES. 


Galvanized steel] mitres, and 

caps, end pieces, outlets...20% 
Milicor ° 
Galv. one piece stamped.... 


40, 
MOPS. 

Cotton, Star (Cut Ends). 
Pounds 12’ 165’ 18 34'-3-o2 
Per doz. $4 00 435 6& 50 7 00 

BWnterprige® ...cccceseess + -16%% 

PEED cccccesccccecoecs 60 & 5% 

NAILS. 

Gab GOOD .cccccsccecccssccs $4 70 

SD - sonenenencopacwunl 47 

Wire. 

GOURTEGM ccccccccccccsccces 3 80 
Cement Coated .......... oo Oe 
NETTING, POULTRY. 

Galvanized before weav- 

Og cccccccccccesepecesss 45-10% 

epee.” 45% 

NIPPERS. 

Nall Guiting. 

& B. Mm GB.cccccsssaun 18e 

Double Duty. 

V. & B. No. 60.....-++++> Tée 

Hoof. 

Tellers ..ccccscecees 40 & 10% 
Vv. & B. No. 62, each.....- $2 2 
NOZZLES. 

_~ oo eeseneeann per doz. $9 5 

Diamond .......- . 6 1 
OILERS. 

Chase Pattern. 

Brass and Copper....---+: 10% 
Zine Plated .....----: 40 & &% 

Railroad. 

TIRED cc ccccccecsccsees 204 6% 

Coppered ....+-----+*° 60 & 5% 
”% 

Copper Plated ....---- 70a&6 

OPENERS. 
Delmonico ....-- per dos. $1 4 
Never Slip....---- 
Crate. 


Vv. & B...per doz. $7 25—11 0 





















af 
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NEW CHICAGO 
ROTARY SLITTING SHEAR 


Used in Connection with a Cornice Brake 


Will Split 
Guaranteed a Sheet 
to Cut os 
24-Gauge | ‘ —— | Cut — 
Iron ' ibaa. © ag Sage 





Write now for information 


MAPLEWOOD MACHINERY CoO. 


Dealers in New and Used Machinery 
2547-49 Fullerton Ave. CHICAGO, ILL. 














OUR LATEST AND BEST 
LOOK IT OVER 


No. 22 is the latest Improved Coil Fire 
Pot. Tank is seamless drawn steel, q 
tinned and rust proof. Patented cush- ‘4 
ion band protects the base from injury. " 
Patented top plate and three piece coil 4 










cup can be quickly removed by un- i 

screwing three nuts, exposing burner 

and coil. There are no coil cup lugs 

or small nuts to burn off. Large fun- 

nel with dust proof filler plug. Pow- 
, , - erful pump and all fittings are the best. 
pYTONE larsa, Strongly built and serviceable. Job- 

CO emrc co Rr bers supply at factory prices. Send 
Neo 22 for a catalogue. 


PE tant ee v $ 
CLAYTON & LAMBERT MFG. CO. 
Coil Fire Pet 10635 Knodell Ave., DETROIT, MICH., U.S.A. ' 














Perforates cardboard, leather 
and paper up to ¥,". Thru 
untempered metal up 
to 20 gauge. 













, we te 
Great Demand— Prices 
Nationally Advertised and 

Catalog 










THE MACHINE APPLIANCE CORPORATION 








Something Worth While 


Our No. 61 Coil Fire Pot is the best 
and most Reliable Coil FirePot made. 
Tank is made of heavy gauge, seam- 
less drawn steel, tinned inside and 
out, rust proof, fitted with extra large 
funnel and filler plug with dust proof 
cap. Every mechanic should have 
one of these fire pots. 

Jobber supply at factory prices. 

Send for free catalog. 


ASHTON MFG. COMPANY 


No. 61 Red-Hot Fire Pot Newark, N. J.. U.S. A. 








TREADLE SHEAR 


This TREADLE GAP SHEAR is 
made in all standard sizes for No. 
14 and lighter gauge sheets. With 
it. =~ ets can be squared, trimmed 
or slit, 


We make a complete line of 
shears, punches and bending rolls, 
all sizes for hand or belt drive. 
Write for Catalog “Ss.” 


BERTSCH & COMPANY Cambridge City, Ind. 

























C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 
Manufacturers of 


SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED AND 
POLISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR 
PIPE, EAVES TROUGH, ELBOWS, SHOES, MITRES, ETC. 


Branch Warehouses in New York, Chicago and St. Louis 

















| 




















REQUIRES ONLY HEAT 











CHICAGO SOLDER COMPANY 
4201 Wrightwood Ave.,CHICAGO,ILL. 






SAL 
AMMONIAC 


at 


The Handy way to clean 
and tin soldering irons. 


SPECIAL we 
CHEMICALS _ovr© 

COMPANY gt" fps 
Highland cy Enclosed 
























tf ' 
Park, pf" —.saucees (eam 
Ill wee Salts 0 Paste 0 
goer” a FluidO Oi O 
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PAILS. 
14-qt. without gauge, 
eseee per doz. $9 60 
18-at. _ Without per dos. 11 00 
se-at. ba _ without ..per aos, 11 75 
Sap. 
ae Ic Tin....per doz. % +4 
Stock. 
Galv. qts. 


14 18 20 
Per doz. $9 75 10 14s 12 75 14 60 


Water. 


Galvanized qts. 10 12 14 
Per doz. ol 75 @ 60 7 25 





PASTE 
Asbestos Dry pastes 
200-lb. barrel ..........-$15 00 
100-Ib. barrel .....+e.++- 8 00 
36-1b. MD Saccasecences ; 25 
10-1b. B cocces 1 00 
Pk ME néceodeoees 65 
2%-lb. cartons ....... 30 
PINCERS. 
All Vv. & B. 
Cag rorneds goat steel, a3 
Bac h "$0 43 abe A $061 $071 
Blacksmiths’, No. baeesee anes 
Genductor. : 
“Interlock” Galvanized. 
Crated and nested (all 
GED cccccccue o++e 60-20% 
Crated and not nested 
(all gauges) ......... 60-15% 


Square Corrugated A and B and 
Octagon. 
4 Gauge soccceseces coe SQelett 


sepscsecssseueal 6-10% 
i se eecccccccoccce cee 
+t ea sewer ceece ss CO-10% 
“Interlock.” 
Crated and nested (all 
DE ‘an <kn debeulae Kewl 60-20% 


Priees for Galvanized Toncan 
Metal, Genuine O. H. Iron, Lyon- 
more Metal and pepe eS @ 
on application. 


Steve. 
2¢ gauge, 
nested 
2¢ gauge, 
nested 
26 gauge, 7 , 
CEE eeccccocveccccccos OS OO 
6 inch E. C. 


Per 100 joints. 
. inch B. C. 


23° gauge, 
nested 


nested 


ee 


Po gauge, 6 inch E. C. 
MONTES ccccccsscccesccccs 26 OO 
7 inch E. C 


3@ gauge, 3 
nested sees 16 00 


T-Joint Made up, 
6-inch.......... per 100 $40 00 


Purnace Pipe. 
ee = Pipe and 
coccccccccccs SBS 


ou oe " Pipe, Round 
Pipe Fittings .........38%% 
Galvanized and Back 


Iron Pipe, Shoes, etc...33%% 


Mileor Galvanized ..........40% 
PLANES. 

Stanley Iron Bench.......... Net 
PLIERS. 

(Vv. & B.) 

Mat, Ne. 8, each...........$2 60 
we {| 64 
— = » eee 69 

G@ae, No. 7, each........... 65 
Me No sceseuwees 61 
© Fe Se GE icedcccctcse 87 

Lining or Crimping. 

Ne. = @ach...... eoee 64 
Pattern. 

Ne. . SNS 65004bde00008% 61 

Be MR ed 6t0neoccsces 74 

BDeuble Duty, No. 106.... 60 


POINTS, GLAZIERS’. 
Me. 1, 32 and 3..per dez. pkgs. 65c 


POKERS, STOVE. 
Wr't Steel, str’t or hg 


er doz. $0 
Nickel Plated, a 
eandies .. eee - 1 


76 
10 


POKERS, FURNACE. 


eeeeeeeee 


PULLEYS. 


Furnace Tackle.....per doz. $0 60 
Per gross € 00 
” Screw 
cased) 


Ventilating Register. 


POP STOR occccccccccccccG® 
Small, per pair........... @ 
Large, per pair........+.. 0 


(en- 


-.-per doz. $0 86 


Machine. Each. 
Vv. & B., No. 11-18, 1% x6..3@ 19 
V. & B., No. 90, %x9..... 27 
V. & B., No. 10, %x10.... 29 
Vv. & B., Ne. 1-6, %xé.... 12 


Center. 
Vv. & B., 


Belt. 


Vv. & B., 
Vv. & B., Ne. 
Vv. & B., Ne. 


Samson Line. 
No. 1 Hand .. 


40% 
No.2 Hand J3 doz. 
..Less 40 & 6% 
No. 4 Hand |6 doz. lots or 
more...Less 50% 


No. 50, %x4.....8 14 


101-108......$0 24 
108-109...... 88 
25, asa’t..... 3 80 


Ne. 


lots or 


nae Reg 5 Soe 38% 

ots... Less 

No. 3 Bench) poz. ‘lots or 
more... 


Less 40% 
Extra Punches and Dies for 
mson: 


No. 1 Hand [ Less than doz. 
ots....Less 25% 
No, 2 Hand wes. lots, 
Less 383% % 
No. 4 Hand 4 3 "dos. lots, 
40% 
No. 3 Bench | 6 doz. 
or 


ess 
iets 
‘Less 40 & 10% 


PUTTY. 


Commercial Putty, 100-Ib. 
ERS ww cccccccccccccccccccGS OS 


QUADRANTS. 


Malleable Iron Damper......160% 


FLOOR REGISTERS AND 


BORDERS. 
Ce Set nciaGhevenecsesens 20% 
Steel and -Semi-Steel.......33%% 
eee --33%% 
Adjustable Ceiling 
Ventilators ..... peccoces 3834%% 


Register Faces—Cast and Steel 


Japanned, B= 7 eae and winted, 
4x6 2 ia raen o4.0040n 33%% 


Large sae Wacee—Cast, . 
1aci4 Mn ceseeeseoeed 


Large Register Seca ay 
8 ERS ee: ‘o 


ROOFING. 
Per Square 
Best grade, slate surf. prep’d$1 86 
Best talc surfaced......... 2 20 
Medium tale surfaced...... 1 50 
Light tale surfaced...... 95 
Red Rosin Sheeting, per ton $72 00 


ROPE. 

Cotton. 
Sisal. 

ist Quality, base.13%c to 14%c 

Bek DB sésvatwensesesevaddd 12%c 
Manila. 

ist Quality standard 

BUARES ccccsccceccccece 16%c 

DK, OS acuneiveenaseeeesnas 15%c 

Hardware Grade, per Ib....138%c 


SAWS. 


Butchers’. 

Atkins No. 
No. 
Ne. 
No. 
No. 
No, 
No. 


Compass. 
Atkins No. 


Cress-Cut. 
Atkins 


o 


Cepper Burrs only. 
No. 96, 20-in...... 


2, 
2, 
1, 
3, 
7, 
7 
7. 


14-in..... 
18-in...... 14 
16-im.....- 
22-in...... 15 
20-in...... 18 
24-in...... 20 
28-im.....- 


- $12 
16 


2, 10-in.....8 


5 
No. 10, 10-in..... §& 
Blades, No. 2,10-in. 3 

t 


Ne. 2, 16 -in. 


Hand and Rip. 


Athine Ne. 
No. 
No. 
. No. 
No. 
No. 
° No. 


Keyhole. 


oe 


Atkins Neo. 1, complete.. 
No. 2, complete... 38 


Miter Box. 


Athine Ne. 1, 4x20.... 


Ne. 221, 4 ft... 
No. 221, 6-ft...... 


Ne. 221, 8-ft.... 


64, 20-in... 
64, 236-in...... 24 
63, 16-in...... 18 
63, 20-in...... 
63, 24-in...... 26 
68, 28-in...... 31 
68, 30-in...... 


eeeereee 


-+ $8 
4 
oe 6 


21 


-+ $19 


34 


No. 1, Sx22...... 38 


Pruning. 
Atkins 


No. 


Wood. 
Atkins No. 

No. 

No. 


” No. 


202.....4--- 


Neo, 1, 6x32...... 


42 


Ne. 20, 12-in.... $ 8 
10, 16-in.... 


18 


-$7 


B18...ccceces 8 
OB. ccccccce 9B 
1509..... 


SCRAPERS. 


No. 6, 


eee 


16 


six blades each.... 
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76 
RE 
865 
92 
06 
20 
35 


45 
60 
25 
se 


43 
46 
07 


+ 80% 


70 


he 
40 
10 
90 
60 
46 
15 


10 
70 


45 
15 


19 
75 
60 
66 


25c 


Hog. 
No. ], GBORMe ccccvcccceccccs 25c 


Floor (Stearns). 
No. 10, each... 


$11 


SCREEN DOOR HINGES. 


Cast Iron 
Steel 


eeeee 


SCREWS. 


Wood. 


F. H. Bright 
R. H. Blued 
F. H. Jap’d 
F. H. Brass 
R. H. Brass 


Metal. 
7, 4x 


Sheet 
No. 
No, 
Ne. 


eeeeeeeeeeres 


cocccccccces es thM 
ccccccccsere eet O% 
74% 


seeeeees  STOSS $is oe 


see 80% 
- 78% 


%, per gross.$0 65 


10, %x3/16, per gress. 
14, %x %, per gross. 


SCREW DRIVERS. 
Unele Sam Standard Head. 


3 inches, 
5 inches, 
8 inches, 
12 inches, 


each.. 


eee 


@QCH...ceseeres 


each 


eeeee 


cocces I 


Uncle Sam Insulated Head. 


3 inches, 
5 inches, 
3 inches, 
12 inches, 


oy 
. & B. 


a. 100, 
boxes 


each.... 
each.. 


cooe eS 


COACH... cc cceees 


in enaGhened 


No. 100, in weoden wages, 


No. 36, 


eee eee eerste e renee 


Ne. 6, 


eereeeeeee 


in weoden 


bexes, 
doz. 


dos. 1 
assorted.... Gon. 
Ne. 6, in cardboard ones, 


76 
90 


45 
62 
68 
02 


49 
67 
76 
14 


1 36 
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Rivet. 

Vv. & B. 
Farmers 
Tinners’ 3-4 

. 0e-0.. 

Saw. 

Atkins No. 10....per des. § 
o No. 12.... = 


SHEARS. 
Per Dea 


Sietsed Plated, Straight, 6” $19 90 

™” 4% 
16 % 
11 @ 
18 
18 & 


J apanned, Straight 


9” 
PT ad 
PY ad 


SHEARS, TINNER® & 
MACHINISTS’. 
Viking - +0932 0 


Lennox Throatless. 
No. 18 .cccccces 
Shear blades......... 
(f.0.b. Marshalltown, 

Peerless Steel Squaring. 

Foot Power. 

No. 1—80”, 18 ga. cap......15% 
No. 2—36”, 18 ga. cap...... 
No. 4—62”, 18 ga. cap...... 64 
No. 10—120”, 22 ga. cap.. 
No. 4A—52”, 16 ga. eap.... 


Cast Iron Foot Power. 


No. 01, 30”, 18 ga. cap....15% 
Power 


(No. Too Se Series, 2 Shaft Drive.) 

No. 142—42”, 18 ga. cap....15% 

(No. 200 Series, 2 Shaft Under- 
neath Drive.) 

No. 242—42”, 14 ga. cap...15% 

(No. 300 Series, 3 Shaft Under. 
neath Drive.) 

No. 342—42”, 10 ga. cap....16% 

No. 372—72”, 10 ga. cap....15% 

(No. 600 Series, 3 Shaft Under. 


neath 

No. 596—96”", 10 ga. cap...15% 

(No. 600 Series, 3 Shaft Under- 
neath Drive.) 


No, 6120—120”, 3/16” cap. .15% 


eee eee ween eeeee 


J ool 
eT 


SHINGLES. 
Zine (Illinois) 


SHOES. 
Milcor. 


Galv. Std. Gauge, Plain or 
corg. round fiat crimp...65% 


26 gauge round flat crimp. .40% 
24 gauge rcurd flat crimp. .10% 
Conductor 


SHOVELS AND SPADES. 


Hubbard's. 
No. A 
1 $16 00 
2 16 35 
3 16 75 16 00 16 26 
7 1710 16 85 16 60 
Post Drains & Ditching. 
Hubbard's. B 


Size 

14” ......$17 15 $16 40 

16” 17 60 16 76 

18” 17 10 

BO” ccs 17 45 
17 80 


22” 
...-per dos. $3 50 
o 3 00 


BD 
18 70 
14 
14 & 
14 8 


Cc 
14 46 
14 85 


B 
15 10 
16 60 


e€ 
$15 66 
16 00 
16 85 
16 70 
17 06 


serene 


D-Handle 
Long Handle ...... 


SIFTERS. 
Genuine Hunters, doz.....-- $2 be 


SKATES. 
Ice, Men’s and Boys’. Per Palit 


Key eek 1 


steel 
Key Clamp—Hockey 
Skate outfits 
Women’s and Girls’. 
% Key Clamp—rocker...- : 


eeeeeeseeeeereee® 


eeeeeeesereer? 


a hockey 

Ice Skate outfit ....--+- . 50 
Roller. 

Ball Bearing—Boys’ .---- $1 . 

Ball Bearing—Girls’ ..--- 1 


1923. 


ee eee 
2s sss 


? 


aes 2 & 


: 
ss sat 
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Make Your Own Elbows, Any Size 


in Two Minutes, with this Machine 


Here is the Most Remarkable Machine ever made for the Sheet Metal Worker—just take your 
straight pipe—fasten the form or jig to it and in two minutes you have your 3 or 4 piece adjustable 
elbow all ready for use and any siz: you want. Elbows 


PURNELL ELBOW EDGING AND CUTTING MACHINE. ¥=. 


We can’t begin to tell you details about the design, construction and equipment of this machine in this space. | and 


It is simple and sound and constructed of the very best materials—both installers and manufacturers are using it to save time and lighter 
t does away with a large stock for the installer and enables him to make his adjustable elbows any size for each job al once 





Range 
of 
capacity 
7” to 36’ 

















labor. 
when he 
Write today for cicular giving complete description and price. 


CHICAGO ELBOW MACHINE COMPANY 
810 North Boulevard OAK PARK, ILLINOIS 


———— 














TINNERS’ HOLLOW PUNCH 


WHITNEY HAND LEVER PUNCHES 


Widest Known Most Universally Used 
Nearly 25,000 in use 
Fewest Parts Simplest Construction 


Easiest Operated and Changed 


Made in 
Four Sizes 


No. 2 Punch.' 
pene Capacity 5/16 
ee thru }4 iron. : 


Length 23 inches. 





satis ccapeaahippanionanie 
Channel Iron 


Punch Capacity 
4 thru 14 iron. 





unches to center 
of 4 inch Channel Write today for descr:ptive circular giving sizes and prices 


eS WHITNEY METAL TOOL COMPANY &..kerbe* Street 


with No. 2 Punch. 























No. 1 Punch. 

Capacity 34 thru 

ii Iron. Length 
inches. 


| NEW 
| MACHINE 


For Curved 
Cutting 


No. 4 Punch. Just Out. Construction 
similar to our ular No. unch 
Capacity 14 thru 16 gauge. 


If your Jobber cannot 
supply you, write us. 


SAVES 
W. A. Whitney 
“a Manfg. Co. MONEY 


Nice : man. = \ "Rockies WHy waste valuable time doing your irregular vpn jobs by 


hand when for a price within the means of the smallest shop 
you can do them easily and quickly with the new Ryerson Bench 























Type Serpentine Shear. 
This is a sturdy little machine; made for heaviest service. Frame 


CODE nae ee 
is of alloy steel and cutting blades of specially hardened tool steel. 


CHICAGO STEEL CORNICE BRAKES 


















STANDARD OF THE WORLD 3 Will cut any width or length of material and any thickness up to 
16 gauge, inclusive. The rotary cutting blades make smooth even 
ot i cuts without waste of material. 
; = This machine would soon pay for itself in time saving alone to say 
= nothing of doing the job better. 
: The price is right. Any shop can afford one. Use the coupon 
and get the facts. You do not obligate yourself by inquiring. 
| FILL IN & MAIL 
4 JOSEPH T. RYERSON & SON, Inc. Dept. A. 
| Lock Box U 
8 Chicago, Illinois 
5 Send Complete Information Regarding 
5 O New Bench Type Serpentine. 
THE BEST BRAKE FOR ALL PURPOSE : 
Most Durable, Easiest Operated, Low in Price E| O Larger Sizes. 
Made in All Lengths and to Bend All Gauges of 5 N 
I. er 15, 000in use, = ame — ———— ED 


Street No. 
City & State 


WRITE FOR PARTICULARS 

















Renn 


“REIS & KRUMP MFG. CO., 2915 S. Halsted Street, CHICAGO 
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SNIPS, TINNERS’. 


Cievet? Gent ..ccccteseve 40 & 10% 
| ae ees ee 40 & 10% 
ere eee 50% 
| ee en) es Vocnece Net 
SQUARES. 
Ghoel ape BVO. 8 os ince. ccccse Net 
(Add for bluing, $3.00 per doz. net) 
Mitre ..... Pero See me 
TD inic Ceasnauccdeeababscene a = 
BOP GME WOE. ven cpavcceces hc 
We Ge BIO. Piiwdccdecccccec - 
DED vecccccdinei per doz. $6.00 
Winterbottom’s ........... 10% 
STAPLES. 
Barbed .:...... per Ib. 21c@22c 
Butter, Tub ...... mn 16@19c 
‘ence— 
Polished ......... per 100 Ibs. $5 45 
Galvanized ..... - 6 15 
etting. 
Galvanized ...per 100 Ibs. $6 54 


Wrought. 
Wrought Staples, Hasps and 


Staples, Hasps, Hooks and 
Staples, and Hooks and 
Staples ..............50&10% 
ES kines cureseuad 35% 
STONES. 
Axe. 
Hindustan -- per lb. New Nets 
More Grite .... - - 
Page ON - - 
= i O. 126. «+....per doz. New Nets 
Mounted. 
Arkansas Hard 
We. Fons .Per doz. New Nets 
Arkansas Soft. med 
Washita No. 717 wee sd 
Oil—Unmonnted. 
Arkansas Hard per Jb. New Nets 
Arkansas Soft. on: 
Lily White. - “ 
Queer Creek... - = 
_,  __ \gieieaaeenaes - 
he. 
Black Diamond per gro. New Nets 
Crescent ...... 
Green Mountain nei sad 
LaMeolle ....... ” wad 
— Quinine 
nel Bad 00. “ 


STOPS, BENCH. 
~ RS Morrill pat- 


eeeee e-«+-+-per doz. $11 00 
No, em Stearns pat- 
a aie dae bee 3 10 00 
xo. “18 Smith pat- 
ebedteousebss - 7 00 
STOPPERS, FLUE 
SE” cccaveeaus per doz. $1 10 
Renwnvrse n 1 10 
Gem, flat, No. 3.... - 1 600 
STRETCHERS. 
Bullard’s eeiecitaaieuahe per doz. $3 90 
Wxcelsior ........ - 5 25 
Malleable Iron .. ‘s 7 
Perfection ....... si 6 30 
eae = 4 50 
WOrs E 
. 8. paced, oe. 1 per ge Net 
O. S. Elwoed, No. ¥ aah atid 
SWIVELS 
Malleable Iron ..... per lb. $0 10 
Wrought Steel ..... pergro. 4 50 
TACKS. 
Bill Posters? 6-oz. 25-lb. boxes 
fees ee 15¢ 
Upholsterers’ 6-oz., 25-Ib. 
Ss les Kevcaccuves 15%e 


TAPES, MEASURING. 
ga List & 40% 
THERMOMETERS. 

Tin Case....per doz. 80c & $ 1 25 
Wood Backs ” 200 & 12 00 
a “ 12 00 


TIES. 


Bale. 
_— Loop, carload 


Single Lote. less than 


car lots 





TRAPS. 


Mouse and Rat. Per Geom 
Sure Catch Mouse Traps. $3 
Vim Mouse Traps....... 
Short Stop sdouse Traps. 
Wood Choker Mouse 

Traps, 4 hole.......... 


Sure Catch Rat Traps. 
Dead Easy Rat Traps. 10 
Packed in One Bushel Band ‘ales 
Baskets. 

List per Bushel 
Sure Catch Mouse Traps 


CSOD FTURGS) .. occcccecees $5 25 
Short Stop Mouse Traps 
€OGR TEARS) ac cccceses 4 50 


oure Bs Rat Traps (54 


ps) 
eek ‘Stop Rat Traps (64 
Traps) 


Assorted Mouse and Rat Traps. 
List per Bushel. 


3 15 


Sure Catch (216 Mouse 
Traps and 26 Rat Traps) $4 90 
Short Stop (216 Mouse 


Traps and 26 Rat Traps) 4 25 


TROWELS. 

Cement. 

BEES WS. B.ccecccccees $19 50 

7 Mm. -Desseeeeoveus 25 50 

White Cotton. 

Eureka, 4-ply ...... per Ib. 30c 
Jute. 

3-ply and 6-ply Bale Lots 22%c 

VALLEY 
MAMOGE ccccccccdsncvccccceses 
Galv. formed or roll......... 60% 
VENTILATORS. 
Standard .......-...+-. 30 to 40% 
VISES. 

No. 700 Hand, 

Inches 44 5 5% 

eh. cadens . 15 13°00 14 85 
No. Lng 4 5 6 

a errr mg11 15 13 00 16 70 
No. L Genuine Wentworth, 

Noiseless Saw....per doz. 9 25 


Genuine Wentworth, 
...per doz. 12 75 

No. 500, All Steel Folding 

RP  weesccesauns per doz. 16 00 


WASHERS. 

Over % in. barrel 

Se See Be ncavetceeeen $ 
Iron and Steel. 


In. 5/16 % 4. 5% % 
10%¢ 9%e T%c 7% 7 2/5e 


6 25 


WEATHER STRIPS. 
Metallic Stitched. 


a wie GO BD Giveccceces $1 80 
Site, Me BP Bec es cccces 2 20 
Wood Felt. 

7 T.. BOP 100 BB... .ccess $1 56 
H th.. DOF 168 Ge... cccses 1 56 
WEIGHTS. 

Ne vsviaen seen per Ib. Nets 


Sash—f. o. b. Chicago 


Smaller lots, per ton....$47 50 
WHEEL BARROWS. 
Common Wood Tray........ $3 75 
Steel Tray, Competition.... 4 50 
Steel leg, garden........... 6 00 
WIRE. 

Plain annealed wire, No. 8 “ 
DOP Bee WOOe ccccccceeceess $3 70 

Galvanized barb wire, per 
 _ GaaeeeererrtT 10 
Wire cloth — Black potatos. 
12-mesh, per 100 sq. ft. 35 
Cattle Wire—galvanized 
catch weight spool, per 
3 eer 60 
Galvanized Hog Wire, 80 rod 
spool, per spool........... 3 98 
Galvanized piain wire, No. 9. 

Se Te Eiicenkcoccssecses 15 
Stove Pipe, per ee 110 
WwooD FACES. 

50% off list. 
WRENCHES. 

Coes Steel Handle, 6-in...40-10% 
- = - 8-in. .40-10% 

” a ” 10-in. .40-10% 
ns we - 12-in. .40-10% 
Coes Knife-Handle, 6-in. .40-10% 
= wo ee 8-in. .40-10% 

” 25 “ 10-in. .40-10% 

- - o 12-in. .40-10% 
Coes All Patterns......... 40-10% 
WRINGERS. 

No. 790, Guarantee per doz. $49 50 
No. 770, Bicycle 47 00 
No. 670, Domestic os 43 50 
No. 110, Brighton - 39 00 
No. 750, Guarantee = 51 00 
No. 740, Bicycle * 48 50 
No. 22, Pioneer * 35 50 
No. 2, Superb . 25 60 
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